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Conservation Program Depends on Hardware Store 
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‘“*PC”’’ , 


PAINTED BY WORDEN WOOD t 





The “PC” is primarily an escort vessel being designed for the sole purpose of 
slugging submarines. It carries its Sunday punch wrapped up in an “ash can” 
loaded with TNT. These depth charges are fired from a K-gun or rolled off the 
stern from racks to crush in the hull of the enemy sub with their explosive force. 


“PC” boats do duty in offshore patrol and supplement our destroyer force for con- 
voy work. 


“PC”s are being built by the hundreds. That means rope, rope and more rope. 
To help us meet the huge demand of our Army, Navy and Merchant Marine, please 
urge your customers to conserve what rope they have. Re-order only when necessary. 







®The illustration is from the “American” Series of United States Naval 
Vessels. Write for a FULL-COLOR REPRODUCTION suitable for framing. 


AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 





= = WESTERN FACTORY: 
2 & ST. LOUIS CORDAGE MILLS 
G S ST. LOUIS, MISSOURI 


4 maves Qe SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphie 
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JOIN CONSERVATION DRIVE! 


“Take care of what you have!” 
That’s the all-important slogan 
this year in thousands of U. 8. 
homes and farms, as the war 
makes it increasingly difficult to 
replace worn or broken equipment 
and as shortages of labor affect 
even essential maintenance. 

In this national “conservation 
drive,” hardware dealers are 
finding a real use for their talents 
and a real source of business. 
The following is a review of your 
wartime sales opportunities. 

In the first place, the FHA is 
‘nsuring loans to encourage es- 
sential purchases to maintain 
homes. New equipment or re- 
pairs that help conserve fuel 
(insulation, storm sash, furnace 
conversion), that help maintain 
health or sanitation (plumbing), 
as well as remodeling for the 
housing of war workers—are all 
in this essential category. 

There are, in addition, a 
number of non-priority products 
which are used in ordinary main- 
tenance which the hardware 
dealer still can provide. Items 
used to prevent corrosion of 
metal parts, paint, wall-paper, 
floor-refinishers, are good ex- 
amples of this type of product. 

Moreover, there is a wide 
variety of “substitute” products 
for the home, generally of wood 
or plastics, and dealers can as- 
sist in home maintenance by 
making these available to their 
customers. 

Many hardware dealers are 
finding that a Repair Service 
Department can be a source of 
income as well as good will. Re- 
pairing electrical appliances in 
the shop — refrigerators, radios, 
lamps, vacuum cleaners — is a 
service which, if well managed, 
pays dividends. 

A rental service is another 
money-maker. Articles which are 
now hard-to-obtain, and only 
used occasionally, can be leased 
at so much a day -— and your 
investment can be returned in 


_DEALERS PLAY IMPORTANT PART IN WAR ECONOMY, 
PROVIDING MAINTENANCE PRODUCTS AND REPAIR 
SERVICES FOR NATION’S HOMES AND FARMS 
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“FIRST AID FOR AILING HOMES,” an excellent window display idea, adapted from a successful dis- 

play used by Heyman Hardware Co., Danbury, Conn. The “ailing house’ gets attention and 

you can display your maintenance and repair products around it. Note tools in Doctor’s bag. 
ss 





a surprisingly short time. 


Such articles, for instance, 
are waxers, polishers, lawn 
rollers, floor sanders, and 


| even garden tools, vacuum 
| cleaners and certain types 


of farm equipment. 

Some dealers are provid- 
ing “exchange points” for 
the transfer of used equip- 
ment from one person to 
another. 

Yes, there’s a place for 


| the hardware dealer in 


today’s war economy, 4 
vital conservation and main- 
tenance job on the home 
front! 


| Repair Service Is Worth $2.00 per Hour 


In setting up a Repair 








man to call at the customer’s 
home to make needed re- 
pairs, it is important to set 
a proper price for the serv- 
ice. There are indications 
thatstores sometimes charge 
too little and do not take 
into account all the ex- 
penses and time involved. 
At least one experienced 
store sets $1.75 as the 


| hourly minimum. $2.00 an 


hour is not excessive for the 
time of a skilled repairman 
acting as a direct repre- 


Service, which requires a | sentative of the store. 





Prepare Your Heat Conservation Program 
Now — for More Sales Next Fall 


Repairs, alterations and in- 
sulating equipment to conserve 
heat in American homes are 
going to be popular next Autumn. 
Many dealers are considering 
lining up sources for plaster- 
board, wallboard, insulating 
material of all kinds, to take 
advantage of this coming de- 
mand. Perhaps there is a source 
of supply near you — a company 
specializing in insulation, storm 
sash, etc.— which would be 
glad of a store outlet and would 
possibly arrange a commission 
basis for sales. It has been 
proved recently that a correctly- 
insulated house often uses 40% 
less fuel, and the Government 
encourages this business. 
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This Merry-go-round has 
gone to war! 







1. It takes a lot of parts to 
make a Jeep. And this “merry-go- 
round" has the job of grinding 
some of those parts (those with 
flat surfaces)...in a hurry! 
By rotating a large number of 
pieces beneath a Carborundus 
made disc wheel, it surface 
grinds them in a fraction of 
the time required by older 
methods. This process is one 
which Carborundum helped develop. 


2. Surface ground parts for jeeps, tanks 
and other weapons just couldn't be fin— 
tshed one at a time; production would be 
hopelessly low. The introduction of disc 
wheels and the “merry-go-round” surface 
grinder put surface grinding on a real 
mass production basis. The method can be 
used to generate flat surfaces to preci- 
sion tolerances, on smallest pieces or on 
mass forgings and castings. It speeds 
production of many vital war items from 
valve springs to connecting rods, from 
piston rings to clutch plates! 


3. Careful stpervision of grinding 
operations is vital today te con- 
serve materials and time. The abra-— 
sive disc wheel is a "Weapon of 
Production" and should be properly 
used for maximum effectiveness. 

The Carborundum Company, Niagara 
Falls, N. Y. 
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IGHTING a war is a grim business. 











To win this one will call for all the 
resources and energy we can muster. 


In the story about the “Merry-go-round”, 
at the left, Carborundum tells your custom- 
ers how precision grinding is doing its 
part. This message is one of a series ap- 
pearing currently in leading magazincs such 
as Time, Fortune and Newsweek. 


If you have followed this series, you may 
have acquired an impression of how great 
is industry’s demand for abrasive tools. 
You'll understand that supplying America’s 
war plants with the grinding wheels, sharp- 
ening stones and coated abrasives they need 
is mo easy matter, despite our increased 


production. 


Therefore we must urge limitation of civil- 
ian use of abrasive products to “necessities”. 
You can bet we'll do our darndest to keep 
you stocked up to meet “necessity require- 
ments”. But won’t you join with us in re- 
minding your customers that abrasive prod- 
ucts are “ Weapons for Production” —to use 


them wisely? 





THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Sales Ofices and Wesiianianl in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum i+ « registered trade-mark of and indicates manufacture by The Carborundum Company) 
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AMERICA MARCHES 10 WAR THROUGH 
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- but not forgetting you! 


Yes, and Uncle Sam is a “plenty tough customer.” Air 
Corps specifications were the most exacting ever sub- 
mitted to the mower industry. Mowers must not only 
be rugged, but so service-free that unskilled help can 
operate them. 

Jacobsen mowers met the test, and already we have 
built thousands of super mowers that keep landing 
fields smooth as fairways wherever America’s fighters 
fly. We are also building other war material. 

That’s why our dealers can’t get the mowers they want 
now ...but there’ll come a day when they will be getting 
Jacobsen power and hand lawn mowers again—even 
better mowers than we ever produced before. 


While we cannot supply you with mowers now and for 
the duration, we are able to supply repair parts, as usual. 


JACOBSEN 
MANUFACTURING 
COMPANY 


775 RACINE STREET 
RACINE, WISCONSIN 
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THERE IS A 


BPS PAINT PRODUCT 


FOR EVERY PURPOSE... 












PAINT 
* 


ENAMEL 
* 


STAIN 
* 


VARNISH 
* 











OVER 50 YEARS OF Intelligent research leading to Quality Paints 
KNOWING HOW TO and Varnishes has made BPS one of the most 
MAKE GOOD PAINT outstanding products in the paint industry. 
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BUT REMEMBER PLEASE..... 


Warren Tool Corporation operates its plant day and night to make 
heavy hand tools by the thousands for men in tanks and jeeps. 
Neither are there enough hours in a day, nor is there a sufficient 


amount of steel to supply these armed forces and also your full re- 


quirements. Hence, only at a sacrifice to your stock can the armed 
sons of our Nation be served. We know you want Warren Tool 
Corporation to supply first these fighting men. But, remember, we 
will also do our very utmost to help you to fulfill your important 
obligation to vital war industries and farming. 


Official Signal Corps Photo 


WARREN TOOL CORP. * WARREN, OHIO 
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We will pay $50.00 to the person who submits the best 
idea for improving any Geneva Forge item—and *5.00 
for every idea we consider usable. Fair enough? 






This is right down your alley! Because what we're after is a mer 
chandising idea—for example: * 





This little job that we're asking youtodo = slicer?—a bread knife? Or can you sug- 





for us will really keep you awake nights 
—if you want that $50.00—but here goes 
—providing you are familiar with Geneva 
Forge Kitchen Cutlery: 


Can you suggest any new shape of blade 
we should make for—a paring knife?— 


gest how we can make any of our knives 
more useful—more salable—more com- 
fortable to hold? 


Or can you think of new 
uses for old knives — 
or a way to increase 

sales? 










a vegetable knife?—a butcher knife?—a 


JUST TO GET STARTED... 


Look at 





GENEVA FORGE QUALITY CUTLERY 


As you well remember, when our cutlery came 
on your counters, your knife sales went up 
because it was real quality at popular prices 
—which means real values. We're still not 
content if we can still further improve this line 
or improve the way we merchandise or sell it. 
Let’s have your ideas. 








Start Thinking About This Right Now! 


Here’s an easy, quick way to make 
$5.00—or $50.00. Your idea may 


hit you any second—any place— 
in the store—in the office — be- 
tween work and home. Your wife 
—or your husband may help you 
with a suggestion. But when you 
get it—jot it down and send it in! 


NOTE: Be sure to give your name 
—for whom you work—what 
position you hold—and your 
business address. 






NO STRINGS TO THIS OFFER 


Here's all you have to do: Sketch your 
idea roughly and tell us about it briefly 
in your own words. If you're one of 
those folks who can’t draw a lick, 
just outline your idea in plain English. 
Style doesn't count—it's the idea that 
counts. Remember, you are not lim- 
ited to the products shown on this 
page. Work from the Katzinger prod- 
ucts on your counter or our catalog 
or your old listing sheets. 


ALL SUGGESTIONS MUST BE IN BY 
JULY 15, 1943 


RULES: All ideas submitted become the property of Edward 
Katzinger Company. Our decision as to winners will be final. 
In case of ties, equal prizes will be awarded. 
SEND SUGGESTIONS TO DEPT. B 


EDWARD KATZINGER COMPANY « CHICAGO, ILLINOIS 


A&J KITCHEN TOOLS © EGG BEATERS oe CAN OPENERS © SPECIALTIES 
GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS 
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EKCO OVENEX AND PLAIN TINWARE e 









“| don’t see vy dis should be der most 


popular fence in America” 


ARDON our laughing, Hans, but 

you certainly make a pleasant 
picture for American farmers and 
dealers who can’t get all the Ameri- 
can Fence they want. They’ll be glad 
to see that wire usually made into 
American Fence is being put to such 
good use. 

We know that you dealers have 
had a tough job on your hands—try- 
ing to keep your customers satisfied 
with the limited amounts of U-S-S 
American Fence that have been 
available. We want to compliment 
you on doing a grand job. 


UNITED STATES 
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Now, even with somewhat more 
fence to sell, there is still not 
enough to meet demands. That’s why 
we suggest that you do these three 
things: 

(1) Continue to distribute equitably the 


limited supply of American Fence allocated 
for farm use. 

(2) Distribute our helpful, illustrated book- 
let, “How to Make Your Fences Last 
Longer,” to your farm customers. If you 


need a supply of this booklet, write us. 
(3) Be sure to let customers know why 
they can’t get all the American Fence they 
would like to have, and keep them up-to- 
date on the fence situation. 

These are excellent ways that you 
can build good will—good will that 
will help you cash in on the pent 
up sales volume when there is again 
plenty of good U-S-S American 
Fence to meet the demand. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


U'S'S AMERICAN FENCE 
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HERE’S A PRODUCT TO FILL UP THOSE EMPTY SPACES 


It’s a profitable repeat item...and you can get all you want! 


HereE’s A PRODUCT—new to many hardware stores— now 
being sold successfully © in their housewares sections. 

It’s the Dust-Stop* Air Filter. 

Everyone who has a forced-warm-air furnace in his home has 
filters in his furnace. These filters clean dust, dirt, and lint from 
the air before it is circulated through the house. The filters do a 
swell job of keeping homes clean—and cutting down on house- 
work. 

But filters get clogged up and need replacing at least once a 
year to keep the furnace operating at top efficiency. And the 
average furnace needs 3 new filters a vear! 

That’s where you come in, if you handle Dust-Stops. 

Dust-Stops are the largest-selling filters in the country. They 
are nationally advertised in leading magazines through the 
heating season— August to February. 

Best of all . . . Dust-Stops are made with non-critical mate- 
rials. They’re available to you now. They’re a “natural’’ in 
these times. So... 


GET IN TOUCH WITH US RIGHT AWAY! 


We'll immediately go to work for you. We'll tell you all about 
Dust-Stop Air Filters in a few minutes. We’ll tell you more 





1) Facts on request. 


FIBERGLAS’ [9Gjj 


*1. m@. Meg. U.S. Pat. Off. 
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than we could possibly tell you on this one page. 

You'll be given complete information on successful selling by 
other stores. 

You'll be shown the Dust-Stop Spring and Fall promotion 
material. 

If you decide to order, you'll be plentifully supplied with 
Free sales helps and display materials. 

We can give you prompt service on merchandise orders. 
Warehouse stocks are available in most cities. 

So—send us a letter now! Write Air Filter Division, Owens- 
Corning Fiberglas Corporation, Toledo, Ohio. In Canada, 
Fiberglas Canada, Ltd., Oshawa, Ontario. 


This is an air filter. Forced-warm- 
air furnaces have an average of 
three of them ...and they need to 
be changed at least once every 
year. They clean the air before 
it circulates through the house. 














1{(g)[D AIR FILTERS 
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Sure! He Wants One! 


MYERS Azzy REPAIR KIT 





Easy to Sell! 
For ALL MYERS 







Wartime conditions have greatly increased the 
need for a handy repair kit like this. At a time when 
you are short-handed and want to save your truck, your 









-e. 
nS tires and gasoline, water system owners are willing to sor 
ee, make their own minor adjustments and repairs. You can ee 
a encourage this attitude and help Myers owners by dis- :, 
ey playing and selling Myers Repair Kits, containing parts 


that are subject to the most wear. Many owners like to 
keep one of these repair kits on hand just for an emer- 
gency. These handy kits are easy to sell — and they’re 
a profit item. Write for full information. 


THE F. E. MYERS & BRO. COMPANY 
143 Fourth St., Ashland, Ohio 
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7. Owner's MANUAL 


for your customers 


Requests for this practical manual are pour- 

ing in from all parts of the country. Book 

of 28 pages, fully illustrated. Tells owners 

how to diagnose and remedy minor pump 

and water system troubles. Gives useful infor- 

mation on all types of pumps. Will stimulate ‘ 
your sale of repair kits and replacements. 
Manual, with imprint, furnished free in quan- 
tities up to 25 to any pump or water system 
dealer. Send for sample copy. 





J, Take Off Your-Hat=# 
aT | vey \ 

W MYERS as 
PUMPS - WATER SYSTEMS - VERS - WAY TOOLS - DOOR 





12 HARDWARE AGE J 








NUCUT SPECIAL-PURPOSE FILE FINDER CHART 













cross 
NAME SHAPE SECTION DESCRIPTION GENERAL USES 













Fl 
2 at Free, easy-cutting file | Aluminum and its al- 
Aluminum Half Round ee for rapid cutting. loys. Other soft metals. 


















Fast-cutting file. Sharp | Soft metals such as 
Flat C———) | teeth, with open cut.do | bronze, brass, copper, 
Brass not fill up with chips, | and aluminum. 

Half Round | ~~“ \ or scratch the work. 
Double cut only. 













Flat a Short, stubby, sturdy | Rough filing. castings, 
Half Round teeth. Good for snag- | hard metals generally. 
" —_ P eean ging operations. 


. Single cut, both edges 
—- hal uncut. ane an- yg —_ er tyme 
gle (counter-clockwise so soft metals suc 
Long Angle : CJ | fromcenterline to rows | as bronze, brass, alumi- 
Lathe Flat of teeth) and tooth | num. 

shape make possible 
smooth clean cut. 





Foundry 














Lathe work where 




















2 Coarse single cut file, Brass, aluminum, lead, 
wine commonly known as a | babbitt and other soft 
Half Round “float” metals. 





Lead Float 
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When he asks for 
a SPECIAL-PURPOSE FILE 





When your customer tells you he is finishing alumi- 
num, filing rough castings or doing precision lathe 
work, don’t let him use any of the regular machin- 
ists’ files. Instead, suggest one of the Special- 
Purpose NUCUTS that have been particularly 
designed for this purpose. The accompanying 
table gives a quick picture of the more 
commonly asked for Special-Purpose Files 

that are available. 






























“MORE CUTS WITH NUCUTS” This means what it says! 
Because NUCUTS’ coarse teeth cut clean, deep, true; and 
because its fine teeth level the surface off smooth at the same 
stroke, a NUCUT File will give your customer more, faster, 
better filing with less effort. Without skidding or scraping! 

Let your jobber suggest a selection of Special-Purpose Files 
that will meet your customers’ needs best. Also the right 
sizes, shapes and cuts of NUCUT Machinists’ Files, Saw Files, 

; Swiss Patterns and Rasps. 





HELLER. BROTHERS COMPANY ; ; 
America’s Oldest File Manufacturers— Good Tools Since 1836 4 WAVY casin d 
Newark, New Jersey Newcomerstown, Ohio ee 4 


PATENT No. 2027039 
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Au the resources of Formica are being used 
today—twenty-four hours a day, seven days a week— 
to produce parts for airplanes, jeeps, tanks and other 
war machines. But the day the war ends they will 
again begin turning out push and kick plates for the 
hardware trade. No changes in equipment, no recon- 
version will be necessary. 

Formica push and kick plates are handsome plates, in colors harmonizing 
with practically any door. They are easy to clean, require a minimum of 
polishing and maintenance, stand wear without end, and they are not brittle 
and do not break or crack. 

No wonder they are so popular or that they won a place for themselves 
so quickly. 

We are sorry that for the moment we are not able to take care of our old 
customers, but as soon as Victory comes you will be assured of quick, respon- 
sive service, and a thoroughly satisfactory item to sell. 


THE FORMICA INSULATION COMPANY, 4646 Spring Grove Avenue, Cincinnati, Ohio 
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Milany vacuum Bort es lie idle in homes 

. . only because of a broken filler. You 
perform a real service—and profitably — 
when you put those bottles back to work. 

If the vacuum bottle was made by 
Thermos (look on the bottom of the 
bottle), a Thermos brand Replacement 
Filler will fit it—and make it as efficient 
as a new bottle. 


War workers need vacuum bottles to 


carry soups, stews and nourishing drink 


THERMDS 


TRADE-MARK REG. U.S. PAT. OFFICE 


a 


—to keep themselves fit. Production of 
new bottles is restricted; substitute mate- 
rials are hard to find. The supply of re- 
placement fillers is ample. 

Conserve the available supply of new 
bottles . . . let your customers continue 
to enjoy a wholesome lunch on the job... 
keep up your vacuum goods volume... 
sell Thermos brand Replacement Fillers 
for vacuum bottles made by The Amer- 


ican Thermos Bottle Company. 


MERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


HARDWARE 





AGE 
























JUNE 24, 1943 


























mwoRROw.~ 


se °o 
Rapios “* = 


Its going to be the Jobber! 


There’s a Billion Dollar market waiting 


for those who make and sell radios. 


Ten million radios wore out the first 
year after Pearl Harbor. This figure will 
have doubled itself by July, 1943. This 
will represent approximately one-third of 


the present radios in the United States! 


But that’s just part of the picture. 
The war has created a mew mass market. 
Millions of war workers are restlessly 
waiting for the hour when they can 
walk into a store and buy a radio set. 
It figures to be a Billion Dollar market, 
mister. Make no mistake about that! 


Sonora’s big 1943 national advertis- 


ing campaign is keeping this famous 





name right up in front of the respon- 
sive readers of America’s top maga- 
zines: Life, Esquire, The American 
Weekly, Redbook, Time, American 
Home, Cosmopolitan, American Maga- 
zine ...a combined circulation of 


54,200,000. 


Among all nationally advertised 
radios, Sonora’s set-up is the only one 
that always was custom-made for the 
jobber’s benefit. In the future as in 
the years gone by you can be sure— 
with SONORA — It’s GOING To BE 
THE JOBBER! 


SONORA RADIO & TELEVISION CORPORATION 


325 NORTH HOYNE AVENUE ¢ CHICAGO 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASS. 
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No. 11 HowTo USE 
CRESCENT AND CRESTOLOY 
WRENCHES 














@ A prime rule in using any adjust- 
able wrench is to first adjust it to a 
snug fit on the nut to be turned. A 
tightly adjusted wrench is safer 
since danger of slippage is mini- 
mized. A loosely fitted wrench will 
tend to “round” the corners of hex- 
agon objects, and may damage the 
wrench by exerting undue strains 
on the jaws. 





Adjustable Wrenches develop their 
greatest strength when hand press- 


ure is applied to the side of the 
wrench carrying the fixed jaw as 
shown above. They can, however, 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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Bod ete 


be pulled in either direction on 
moderate loads, and are frequently 
“flopped” between swings to gain 
an angular advantage and permit 
continuous rotation of nuts or bolts 
where cramped quarters limit the 


handle swing. 





“Crestoloy” Wrenches, being thin- 
ner (and stronger) than “Crescent” 
Wrenches are the preferred tools 






4, 6, 8, 10 and 12” 
Sizes Have 
Conventional Handle 
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CRESTOLOY WRENCH TYPES 


15, 18 and 24” Sizes Have 


ne RR aS. he Sag NOP aaa Rie 


“How To Do It” 
al NO FS Information For 


Crescent Tool Users 





for use in cramped quarters or when 
adjustable wrenches are used in pair 
as shown in center illustration. For 
extremely heavy loads, Crestoloys, 


likewise, are recommended. 





Greasy, oil-covered tools are danger- 
ous. Keep the handles clean and dry 
by occasional wiping. Oil should be 
applied sparingly to moving parts. 


Tapered Handle 





USE THE PROPER SIZE WRENCH FOR THE JOB 


Crescent and Crestoloy Wrenches 
are made in several sizes to handle 


efficiently a wide variety of work. 
Select proper size rather than over- 
load the wrench. Handle lengths of 
all wrenches, up to and including 
the 12” size, are carefully computed 


Crescent Tool Co., Jamestown, N. Y. 


o provide safe leverage at maxi- 
mum opening. The tapered handle 
Crestoloy Wrenches, shown above, 
are designed to permit use of a pipe 
extension on the handle. 


MAIL THE COUPON ... 


of this series of informative ads. Please in- 


for Free Reprints 


dicate whether you want them for bulletin 
board use, or punched for 3-ring binder. 


B-5 


Please send your “TOOL NOTES” Series 


for Bulletins for 3-ring binder 
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Fuller’s Mallets are made of durable AN NOREAKABLE =) AMBER 
cellulose nitrate plastic, cunt no N we _ PROOF 
metal, and offer a superior replace- 

ment for rawhide and rubber mallets. 

Exceedingly strong, yet widely pre- 

ferred by machinists and toolmakers for 


work on the most delicate machinery. 





No. 160 Assortment 
consists of six mallets 
Open stock on 3%” to 1%” diameter curved head. Open stock on 114” to 2” diameter straight head 


PROMPT DELIVERIES—Soild only through regular hardware jobbers. Ask your jobber's 
salesman for catalog pages or write direct for pages and name of nearest jobber. L ie 


FUL : ER BROS. sewsonx cry} 
N.Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 


2 each %” diameter. 1” diameter and 1%” diameter 
with an attractive display card. 
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HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


‘Acme’ 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 
clusive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 


The manufacture of ‘ Ly" tes oe 
THE SCHATZ MANUFACTURING CO be discontinued for, the duration. 
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can only supply ‘“‘Aeme” Castors t 
customers with high pricrity ~ By 
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PHOENIX AND JUNIATA 


s A PTA EL, 
Gift of 


PURITAN 


SASH CORD 

to Adolph 

with our | 2 2 
comp | i ments Made of speciél analysis open-hearth stecl, Phoenix 


and Juniata Horse and Mule Shoes can be de- 
pended upon for extra long service. They’re de- 
signed by experts long experienced in this work, 
and they’re available in a wide range of sizes for 
both horses and mules. No wonder they have been 
preferred by dealer, farrier, and user for over 50 


Here's a loop of years. 
%, 4 strong Puritan Sash 
~ Cord for Adolph's 
neck, and for his crooked part- PHOENIX PHOENIX 


ners, too! Uncle Sam is using a | Ever Ready Toed and 


Hor 
tremendous amount of Puritan Shoe Heeled 


Sash Cords in the war effort to 
help hang these birds. We're 


working 24 hours a day to sup- 
Phoenix and Juniata Shoes are made in 
ply our Uncle and also to meet a wide range of sizes and shapes for both 


° * ’ horses and mules and they’re sold by 
your requirements. So if you re leading jobbers on an established policy 


having priority problems or de- JUNIATA through regular trade channels. 


. Light Mule 
livery delays, remember, we're PHOENIX TOE CALKS 
Blunt Country Patterns 


doing our best, but 
cor mae ol! 
gets served 


first. Write for FREE 3 
copy of this book. > 
This new booklet, explain- 
ing fully the proper care 
of the feet of horses and 
mules, is available to your 
Note High customers FREE. Author- 
inner Rim itative — concise easy 
Front to understand—-fully illus- 
Polo trated. Endorsed by lead- 
ing horsemen and veteri- 
narians. Write for your 


copy and details of dis- 
tribution. 


CORDAGE MILLS, INC. PHOENIX MANUFACTURING COMPANY 


LOUISVILLE, KENTUCKY 
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Enlisted for unlimited service 
x is the NATIONAL way! * 


Not just for the duration or just fora few years, but hardware built to last for years and years 
under strenuous working conditions is the manufacturing standard attained by National. 





\NAtonat 
MEG. CO, 


Consider these facts when 


“4 Nes specifying or contracting for 
ele rhe ah: 0 builders’ hardware—it is 


BUILDERS’ By fe ‘ long-continued, efficient 
‘a service that counts most, and 
National quality in material, 
design and construction dis- 
tinguishes this hardware 
from many others. 
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Many of the hardware items 
illustrated here are tempo- 
rarilyremoved from the home 
front. However, an extensive 
new assortment of hardware 
which we are granted to 
manufacture by government 
ordér for civilian use, will 
prove a great aid in supply- 
ing some of the demands of 
your trade. 


These items are available on 
orders bearing priority rat- 
ings which you can secure by 
filing PD-1X applications with 
your nearest War Production 
Board. Send for this list of 
hardware products now. 


Ww 


STERLING 
ompa “4 ILLINOIS 
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The BEREA LINE dae ‘cm All! | 


When you want any kind of sharpening stone or abrasive 
product, ask to see the BEREA Line. These specialties are made 
of Berox (Aluminum Oxide) and Beron (Silicon Carbide)— 
manufactured abrasives of the highest quality, carefully 
selected for quick, clean cutting. Put them into your window 
and on your counter . . . and your customers will do the rest! 


RON 
BEREA ABRASIVES Aaa 


Division of The Cleveland Quarries Co. els '2-1 elite Mn @ lille) 





LLOYD STARTERS 


Hold first place for efficiency and long 
life wherever 100-watt lamps are used. 
They have longer life . . . start more 
surely more times. 


FS-6 Master No-Blink (2-prong) 
FS-6 (2-prong) Regular 
FS-64 (4-prong) Regular 


Lloyd Policy Insures Quality 


LLOYD PRODUCTS COMPANY 
Dept. HA-52 Providence, R. |. 





REPRESENTATIVES — BRANCH OFFICES — WAREHOUSE STOCKS IN 23 LEADING CITIES 
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Unusual news? Once it was, but not today! 
Items like this are appearing almost every 
day—telling of the miraculous ability of 
American bombers to reach their objectives 
through a deadly hail of enemy fire—and 
return with every man alive. 

* * * 
American planes are Fae, their 
fighting ability in the skies over most 
o 


the globe. They can take it as well 
as dish it out. 
Scores of American flyers in all parts 
of the world owe their lives to armor 
plate at vital points in planes—armor 
me tough enough to stop enemy 
ullets and light enough to fly high. 


The quality of these planes is a tribute 
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to the American system of industry. 
The volume of their production is 
amazing—from 20,000 in 1941 up 
to 49,000 in 1942—more planes than 
we produced in the 23 years preced- 
ing this war. 

This production job would not have 
been possible without vastly increased 
tonnages of the fine steels necessary 
for engines, fuselages, propellers, 
landing gear, armor and armament. 


Free American industry has done a 
far greater war production job in two 
years than Hitler’s “efficient dictator- 
ship” could do in ten years! And not 
because we are a race of supermen, 
but because we are FREE men. 


In these same two years, Republic’s 
electric furnace capacity for making 
“Aircraft Quality” steels, light armor 
plate and other fine alloy steels in- 
creased more than 700%. Output of 
steel plates for ships was boosted 
500%. A huge stream of peacetime 
i was diverted into a record- 

reaking flood of war steels and 
steel products. 


@e 


Pare nr eens 


Bei ao advertisement is one 
_ Of a series appearing reg- 
' ularly in phe me period 3 

icals, farm publications 
and prominent city news- 
papers. Reprints in color 
are pad wy your 
use. Write us for them, 


Until we win the victory that will 
insure our American way of life— 
freedom to live as we choose, to 
speak, worship and work without 
fear or want—Republic will continue 
its “full-out” war effort. 


After that, Republic will utilize its 
past experience, enlarged facilities 
and new knowledge gained in war- 
time production and in increasing 
research to’ provide more steel, finer 
steels to further- enhance what we 
have always thought was the best 
Country in which to live. 


You and we owe it to our sons and 
brothers in uniform that they shall 
return to an America that is worth 
their sacrifices—an America that will 
grow even greater and stronger be- 
cause it is FREE. Let’s see to it that 
our job is done—WELL/ 


REPUBLIC STEEL CORPORATION | 


General Offices: Cleveland, Ohio 
Berger Ma Divis Culvert Division 
Niles Stee! Products visi 
Union Drawn Steel Divi 
Export Department: Chrysler Building, New York, N.Y. 


UPSON BOLTS, NUTS AND RIVETS 


Sheets—Roofing—Woven Wire Fencing — Barbed Wire 
—Nails—Staples—Steel Fence Posts—Bale Ties— Pipe 


25. 





VU inne A, Replace Lost Lines 


“PLIERS (fm Will these items... 


Sensational Sales Appeal @ Outstanding 


for More Tool Quality @ Tremendous Consumer Demand 


Mileage for CIVILIANS 
for SERVICEMEN 












FURLOUGH BAGS 





SERVICE HAND BAGS 








In these trying times with unprecedented 
uF ees made on Pliers and Adjust- 





@ IMMEDIATE 
DELIVERY 


@ ATTRACTIVE 
DISCOUNTS 


@ ADVERTISING 
ASSISTANCE 


Send for Descriptive 
Folder on Columbia's 
Full Line 


ASK YOUR JOBBER OR WRITE 
D US FOR SAMPLES AND PRICES 








COLUMBIA FIRST AIDERS 


25 SO. MARKET STREET . od 5 LL Or-NCTe) 
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War about the FUTURE of Radionics? At present, we can only speculate on 
what post war product developments in the larger field of Radionics will be, 






















or what they will mean to you. But we do know that post war RADIO will 
mean the re-awakening of your business. Post war radio must be good if your 
business is to be good. 


So we suggest right NOW you ask yourself some questions about your radio 
business and its past; get some answers on its future. 

















m Check which in the order of movement. 
Question: Best 
“Which brand of radio moved off my floor 
at the most rapid rate after civilian produc- Second B est 
tion ceased ...after the sales, advertising and Third 
promotion pressure were called off?” Last 














We know what your answer will be from the reports, nationwide, that Zenith was fastest-moving. Zenith, 
despite heavy production before the war needs shut off civilian radio, moved first off the retail floor 
and first into the home, when the selling heat was off and products moved alone on their merits and 
the reputations of their makers. 

Never was there a better test of radio brand merit. Now that you 
have checked the past, think of the future. Better Zeniths are incu- 
bating right now. 

Next th— another question important to your business. Watch 
for it. National manufacturers are making post war plans. This 
is a good time for you, the retailer, to lay some plans, too. 





ZENITH RADIO CORPORATION, CHICAGO 





BETTER THAN CASH 








RADIONIC PRODUCTS EXCLUSIVELY— 
WORLD'S LEADING MANUFACTURER 
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not an 


APOLOG 


—but an 


BAPLANATION 


We’ve wanted to tell you men of the hard- 
ware industry what we were doing for 
Uncle Sam—in detail. But much of our 
work is confidential. 


Here are two uses, though, that we are 
now permitted to release. The one illus- 
trated is called a debarkation and embar- 
kation ladder. It aids our men to go down 
over the side of a ship with considerably 
more safety than if they had to jump 
from the deck, especially when the men 
are burdened with equipment. It is 
equally useful in reboarding a ship under 
emergency conditions. 

Cargo nets are another major use of 
chain of this general character. These nets 
are square mesh, all steel. 

These applications of American Chain 
are only two from hundreds. We may be 
able to describe more of them later. In 
the meantime, please believe that you are 
being allotted whatever chain Uncle Sam 
doesn’t need on a fair, square “divvy.” 

Please don’t forget to show on your 
orders the highest obtainable preference 
rating. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
San Frencisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 
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Grade Labeling vs. 
Brand Names:— 


An important and powerful! 
group of economic reconstruc- 
tors are attempting to elimi- 
nate brand names from cer- 
tain food products, stockings. 
shoes, etc. If successful, in 
these particular lines, their 
destructive program could 
spread to many more kinds of 
merchandise and finally to all 
goods. In place of brand 
names they offer “grade label- 
ing,” government controlled. 

Proposed as “a war mea- 
sure to protect the consuming 
public,” this development is 
one of the most vicious and 
far-reaching attacks on. the 
American people and our tax- 
paying commercial structure 
now on the horizon. 

Our American high stand- 
ards of living are a direct re- 
sult of our high wages and low 
costs. These are possible only 
because of our mass produc- 
tion methods. Mass produc- 
tion has been accomplished 
through modern merchandis- 
ing which embraces primarily 
wide-spread and consistent ad- 
vertising to back up aggressive 
selling—providing the neces- 
sary volume of demand to 
justify mass production. And 
this is only possible under the 
banner of brand names and 
trade marks—the only safe- 
guard the consumer enjoys. It 
is also the only possible pro- 
tection to encourage “risk 
money,” under our incentive 
system, whereby goods are 
made better and sold for less 
giving the buyer better and 
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known values and bringing the 
producer and distributor a 
modest compensation for in- 
tegrity and toil. 

It is pride in a brand name. 
and a desire to increase its ac- 
ceptance which brings about 
“plus” quality, new features, 
increasingly better values and 
all of the other factors which 
have made thousands of Amer- 
ican brand names stand for the 
best for the least. Without 
brand names no consumer 
would have the “free right of 
choice.” He would be re- 
stricted to whatever govern- 
ment grading was adopted. 

Grade labeling would force 
standards downward. The of- 
ficial government minimum 
would become the maximum. 
There would be no incentive 


nor individual initiative to 
make things better, cheaper 


and more plentiful under 
grade labeling. 
Remember, no  manufac- 


turer can afford to put a brand 
or a trade name on an inferior 
product. Anonymity is the 
only cloak under which the 
“just as good” product can be 
handled and sold. A brand 
name on a product is the best 
possible protection for the con- 
sumer because it automatically 
forces the maker of that prod- 
uct to maintain quality. 

We have a word in this 
language, and it is not a pretty 
one, that we apply to nameless 
children. Do we want this same 
term applied to the products 
of America’s farms and fae- 
tories? 


x * * 


We Do Our Part:— 


Publishing a business paper 
is an essential industry. It is 
so defined in Occupational 
Bulletin No. 43, of the War 
Manpower Commission. 

Unless an industry classed 


as essential goes “all out” in 
its efforts to fulfill its war-time 
obligations, it is not living up 
to its responsibility. That re- 
sponsibility is two-fold—to 
produce and to conserve. 





To practice conservation, 
manufacturers in our industry 
have adopted expedients which 
would not be required in a 
peacetime economy. In deal- 
ing with the quality factor they 
have eliminated the “frills” 
from their products. They 
have made serviceability the 
criterion and relegated finish 
and appearance to second 
place. Even though they may 
be eligible to command criti- 
cal materials because of their 
priority ratings, they have en- 
deavored to substitute, wher- 
ever possible, other non-criti- 
cal materials in their products 
and operations, knowing that 
wherever they so do they are 
multiplying the effectiveness 
of the war effort by making 
less go farther and do more. 
They are “scraping the barrel” 
to recover scrap and pass it 
along to do double duty. They 
would be ashamed to use one 
unnecessary pound of scarce 
metals or other substances in 
their product, knowing that if 
they did their conscience would 
label them “slackers.” 

We of Harpware AGE also 
have this double responsibility 
of maximum production plus 
maximum conservation. Our 
products are ideas and infor- 
mation, and both the quantity 
and quality of those products 
must be maintained. At the 
same time, critical material 
must be conserved. Our criti- 
cal material is paper, of which 
there is a scarcity today, just 
as there are scarcities of steel 
and copper, and publishers 
therefore have been called 
upon to reduce their consump- 
tion of it. 

The only way in which that 
can be done without lessening 
either the amount of informa- 
tion in the magazine, or the 
number of subscribers, who re- 
ceive its benefits, is to use a 
page with narrower margins 
and a lighter weight of paper. 
Three months ago HarpwarRE 


AGE’s margins were reduced: 
now the paper is thinner. 
Admittedly, appearance is 
not up to our former standard. 
but these are war times, and 
finish and frills in all lines 
have had to be sacrificed. We 


believe that both our readers 
and our advertisers will accepi 
this necessary adjustment in 
the spirit in which it is made 
and will agree that the decision 
to place serviceability above 
appearances is the correct one. 


x * * 


OPA’s Court Score Is H igh:— 


As evidence to support its 
claim that substantial progress 
is being made in the enforce- 
ment of price and rationing 
regulations, OPA announces 
favorable court decisions in 96 
per cent of its cases for the 
first four months of 1943. 
Specifically, there were 1,495 
civil and criminal cases in- 
volving 1,676 defendants. Pun- 
ishment meted out included 
withdrawal of rationing privi- 
leges, injunctions against fur- 


ther OPA violations and 35 


treble damage assessments 
one costing a defendant $4.10.- 
219 and another $208,072. 

Without knowing any fur- 
ther details about any of these 
cases one cannot readily de- 
termine their collective impor- 
tance to the broad problem of 
enforcement. But we do know 
that if OPA doesn’t alter its 
present thinking about mark- 
ups there will either be wide- 
spread violations or wholesale 
business failures. 


What Are We Fighting For? 
A Summary of Retailing’s Battle 
By JOE MEEK 


1—We are fighting for the 
freezing of prices at points of 
production or wholesale dis- 
tribution—and for a simple 
pricing formula permitting re- 
tailers a normal percentage 
markup based on their own in- 
dividual store experience .. . 
2—wWe are fighting for the 
right to participate in the mak- 
ing of rules and regulations af- 
fecting distribution—and this 
means fighting for the recogni- 
tion rightfully ours... 
3—We are fighting against 
elimination of brand names 
not only because of the mone- 
tary and moral loss such elimi- 
nation would bring but for 
even deeper reasons .. . 
4—We are fighting against 
fixed prices, store classifica- 
tions and grading which could 
all be eliminated by adoption 
of our first objective listed 


above... 


5—We are fighting for « 
“cost-plus” basis for manufac- 
turers and producers and dis- 
tributors so that there may be 
a real incentive to make and 
sell needed merchandise . . . 

6—We are fighting for a 
“speed up production” and 
“cut down purchasing power 
by straightforward deflation- 
ary taxes” method of closing 
the “inflationary gap” .. . 

7—We are fighting for 
recognition of the fact that this 
is not retailing’s war . . . nor 
labor’s war . . . nor agricul- 
ture’s war but America’s war 
... equality ... and no favors 
asked! ... 

8—We are fighting for an 
America in the future as 
nearly as it is now, as possible 
. .. because that is what Amer- 
ica is fighting for! 

In his current Retail News Briefs of 
the Illinois Federation of Retail Ass’ns. 
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No“Black Market’”Goods 


in the Hardware Store 








HE local hardware man, as ever, sees to it that his customers 

get the best of whatever is honestly available. His habitual 
reputation for straight-dealing stays bright. Necessary substitutes 
and simplified lines —- if they have merit — earn his approval and 
he recommends them “for duration’’ or longer, according to his 
judgment. But he has to be “‘shown”’ before he shows them to his 
customers. 

In communities cursed by the greed and stealth of black-market 
practices, the integrity of the hardware merchant will not be for- 
gotten. He will continue to look the world in the eye, sleep better 
by night, and serve better by day! 

The ‘‘Victory Line’ of ILCO Hardware — simplified in design 
and choice but stil] ILCO in honest quality — has won the ap- 
proval of hardware men everywhere. It is available now, within 
the restrictions imposed by the necessities of war. 


PD-1X Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early 


delivery of supplies for essential sales. ° ‘ 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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SECURITY HARDWARE 1LCO HAS GONE TO WAR 
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' Ven a hardware 


dealer discovers a new type of de- 
partment that helps build traffic, 
boosts his profits and, at the same 
time, ties in with the war effort 
he has found something worth 
while. A department featuring 
gift items for servicemen and 
women constitutes such a setup. 
Although many merchants may 
regard such a section primarily 
as a means of attracting the trade 
of friends and relatives of those 
in the service, its possibilities are 
much broader. This is true be- 
cause many of the items a well 
equipped and properly stocked 
department of this type should 
offer will appeal to those in the 
service, even though civilians may 
not get excited about them. Our 
service men are the best equipped 
in the world, but despite that fact, 
there are numerous extra items 
they want. The hardware dealer 
who goes after this trade can sell 
to civilians desiring to make gifts 
and to those who are either in the 
service or about to enter it. 
Many of the items conceived 
since our entry into the war have 
such utility for light traveling that 
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they will appeal to civilians and 
service men both now and after 
the war. Create a market for such 
items today and much of this busi- 
ness will coninue long after the 
war or will, at least, lead into 
other types of merchandise re- 
quirements. Compact travel kits 
of various types, light and new 
forms of luggage born of this war 
have, and will continue to have, 
big appeal for the duration and 
long after the cessation of hos- 
tilities. Call the new department 
your “Post Exchange,” “Can- 
teen,” “Servicemen’s Gift Center,” 
“Duffle Bag” or what you will, 
but go after business in this type 
of merchandise. 


Here’s How to Sell ‘Em! 


1—Know what service men 
want 


Thousands of new types of 
articles have been put on the mat- 
ket for the use of the armed 
forces. Some are out and out 
utility items which make a tre- 
mendous hit with men and women 
of the Army, Navy and Marines. 
Others, which appeal to civilians 
seeking to provide something for 
the benefit of friends or relatives, 
don’t appeal particularly to the 


By KENNETH A. HEALE 


Associate Editor 
of Hardware Age 


men and women in the service. 
The hardware dealer really want- 
ing to help civilian gift seekers 
get things those in khaki or blue 
need, want and can use should 
arm himself with the facts. Shown 
elsewhere in this article are con- 
densations of some of the findings 
of two surveys along these lines 
made by Department Store 
Economist, published by Chilton 
Co., publishers of HARDWARE AGE. 
One for men was made in the fall 
of 1942 with the thought of the 
Christmas gift trade in mind. The 
other, obtained from WAAC’s and 
WAVE’s, was made early this 
year. While both surveys covered 
numerous additional lines and 
items, only those which are being 


sold or could be sold by hard- 


wate stores are listed in these . 


pages. The surveys covered the 
desires of more than 1000 service 
women and more than 1000 men 
of the armed forces. Those ques- 
tioned gave their opinions on the 
basis of “swell,” “fair” and “out” 








“You should have such a display 
well up toward the front of the 
store and it should be kept in 
shipshape order at all times.” 
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erchandise | S¢ 














Service Men's Goods 


Servicemen’s departments are in the 


public eye today. They provide mer- 
chandise that adds to the comfort 
of those in uniform, build good will 





in the case of the ladies, while 
the men’s likes and dislikes were 
listed as “swell,” “fair” and 
“junk.” A further check could and 
should be made by the dealer and 
his employees among local service 
men and women on furlough. By 
checking with them as to what 


and add to store traffic and sales 












































“Many hardware dealers have 
spot displays, of unrelated lines 
in different parts of their stores 
to give them extra attention.” 


they need and want and what they 
do not want, the dealer will have 
very definite gages as to what to 
offer and what to eliminate. 


2—Check nearby forts and 

posts 

Many Army, Navy, Marine and 
Coast Guard posts, camps, forts, 
training centers, bases, fields, etc., 
have rather elaborate post ex- 
changes while others have de- 
cidedly limited facilities in this 
respect. Find out just how elabo- 
rately these lines are merchandised 
in nearhy service centers and 
be governed accordingly. For one 
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reason or another, some Army and 
Navy units do not issue all the 
types of insignia which the mem- 
bers of their personnel are en- 
titled to wear. While such insignia 
may be sold only to those entitled 
to wear them, there is a very good 
market for such items in some 
sections of the country. 


3—Sell the idea of comfort 


Feature the idea of making the 
service men and women comfort- 
able. As the owner of a large 
New England retail hardware 
store, which is doing a good job 
in selling service men’s gifts, put 
it, “The big appeal in this de- 
partment is that civilians want to 
do all they can to make our ser- 
vice men happier and more com- 
fortable.” While that particular 
store’s service unit was installed 
last fall, primarily to catch the 
traffic for Christmas gift trade, 
there are men and women enter- 
ing the forces daily and so the 
department continues to function. 
These prospective service men and 
women want many items you can 
sell, including a number already 
in stock such as shaving needs, 
toilet goods, pocket knives, etc. 
Those already in the service and 
home on furlough will buy many 
items if you let them know you 
have this merchandise in stock. 


4—Contact local clubs, etc. 


Business and social clubs, fra- 
ternal organizations, business 


houses, churches, schools, colleges, 
etc., all over the country are pre- 
senting going away gifts to mem- 
bers and friends almost daily. 
Contact the officers of these or- 


























of their 


ganizations and learn 
plans for giving gifts to those en- 
tering the service. Let these men 
and women know what you have 
for those in the service and offer 
your advice as to what to give 
and what not to give. 


5—Give them prominence 


When the wide awake, aggres- 
sive dealer wants to sell new lines 
or items he usually shows them 
where all people entering and leav- 
ing his store can see them. He 
sees to it that the display is fea- 
tured and is not off the beaten 
track. Items for service men and 
women are among the best sellers 
of today and they deserve real 
prominence. You shotld have such 
a display well up toward the front 
of the store and it should be kept 
in shipshape order at all times. 
Have the merchandise price 
marked and use talking show 
cards. Civilians will be at loss 
to know what some of the items 
are for unless you have some 
descriptive sign or card accom- 
panying them. Use Army or Navy 
expressions to indicate what the 
items are, to be sure, but tell the 
facts so that civilians also know 
what they are and why. Show 
some of the more popular items 
at your wrapping counter and 
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“Tell them what the present-day 
regulations are as to size and 
weight limits of packages for 
soldiers both here and abroad.” 


near the cash register. Feature 
different items from time to time. 


6—Be a good housekeeper 


Many customers will open kits, 
let their contents spill out and 
never bother to replace the con- 
tents. Others will paw through 
a neat display and disturb it so 
that it will resemble the track of 
a miniature cyclone. Such treat- 
ment will render a display next to 
useless. No matter how shost 
handed you may be it is particu- 
larly important that this section 
be kept in good shape at all times 
with the contents of kits just 
where they should be. Frequently, 
when a member of your store staff 
is rearranging the display or re- 
storing the contents of a kit to 
the proper place, customers will 
inquire what the item is for, how 
it works and what it sells for, 
etc. Attention on the part of your 
salespeople will create customer 
interest. 


7—Give them window space 


Display windows are excellent 
for showing servicemen’s gifts. In 
such windows, use cards, ban- 
ners, etc., to emphasize the fact 
that the merchandise is provided 
to give both convenience and 
comfort to those in the armed 
forces. In a smaller community, 
you might even include a roster 
of the local people in the nation’s 
service. Don’t be afraid of giv- 
ing them your very best window 
or at least part of it. When your 
big display of this type of mer- 
chandise is removed from your 
show window give at least a part 
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of it to a neat grouping of some 
of these items. This will please 
customers and will help get ad- 
ditional sales for you. 


8—Use dramatized displays 
When you display kits which 
consist of a number of items of 
various sizes and types be sure 
to mount the contents on a display 
panel together with the bag or 
container so that customers may 
easily see just what are the com- 
ponent parts of a unit. A sample 


also can be displayed with the top 
and sides of the container open 
and contents covered with Cello- 
phane. Such effects when accom- 
panied by printed comments and 
the Army and Navy descriptions 
of the various items will be in the 
nature of dramatized displays. 


9—Advertise the department 


Advertise this department in 
newspapers, local organization 
bulletins, by direct mail, spot 
radio broadcasts and by word-of- 

(Continued on page 72) 








Service Men's Gift Quiz 
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Good regulation shirts 
Good regulation socks 
Waterproof money belt 


cigarette | 
Pen and dene set pete sy! ips at 


Packet of adhesive tape, 
insect repellent, | 


portable 
Good pocket knife 
Overnight bag with place to 
keep papers flat. . ‘ 
Razor blade sharpener (less 
than ten seconds to keep 
blades like new) 
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*Where percentages do not total 100% it is because the question was not answered by every 


man interviewed. 


(From the Department Store Economist Surveys) 
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E. L. MERCER of 


Pomeroy, Ohio, turns his stock 
more efficiently and gives better 
service at less cost by checking 
up on his customers’ future needs. 
Early last year, when various re- 
strictions began making it impos- 
sible to carry an adequate stock, 
Mr. Mercer placed the advertise- 
ment shown on this page in a local 
paper. 

People from various parts of 
the territory soon got the habit of 
discussing future plans and re- 
quirements at Mercer’s store. From 
the information gathered, Mr. 
Mercer placed orders for stock. 
As a result, more than 85 per cent 
of the needed items or their sub- 
stitutes have been sold quickly and 
customers have had practically no 
delays or disappointments. 

“Under present conditions, 
hardware requirements, especially 
in rural districts, are changing 
constantly,” Mr. Mercer declares. 
“Many items which were quick 
sellers in pre-war days are no 
longer wanted, while various other 
items, which formerly were slow- 
movers, are now selling faster than 
we can stock them. There is also 
a keen demand for substitute 
items to replace those which can 
no longer be obtained. In order 
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~ Gives Better Service at Lower Cost 
By Checking Customers’ Future Needs 


E. L. Mercer, Pomeroy, Ohio, finds 






out what his patrons need and 
then gets it to them on time 








IT’S A HEADACHE 


to come to town 


and find your hardware merchant 
"sold out’ on many of the items 
you need. This can be prevented 
in most cases by discussing with 
us your future repair jobs, and 
hardware requirements. Ten to 30 
days’ notice usually enables us 
to have the goods here when you 
need them. No obligation to buy. 


EF. L. Mercer 








This advertisement urged customers to outline their future repair and 
merchandise wants so that adequate stock could be obtained when needed. 


to maintain an adequate stock on 
needed materials, it has become 
necessary to follow closely these 
changing trends and to do so we 
find it a wise policy to learn the 
future needs of our customers. 
“Farmers and other rural in- 
dustrial workers like to discuss re- 
pair or rebuilding jobs and other 
activities where hardware is used 
and we find it very easy to arrange 
these discussions at our store. 
From these visits we get first hand 





information as to the type and 
amount of hardware items likely 
to be needed, and we plan our 
stock accordingly. A big percent- 
age of this stock is sold within a 
week after receipt and rural cus- 
tomers are thus enabled to carry 
out their plans without delay. We 
save both labor and time by this 
practice and, by providing a more 
efficient service, we are bringing 
in business from practically every 
section of our territory.” 
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News of Retailers, Jobbers, 
and Manufacturers and 
Salesmen 





























Belknap Hardware & Mfg. Co. 
Elects Three New Directors 


At the annual meeting of the | became assistant buyer to Wil- 
stockholders of the Belknap|liam Heyburn and was made 
Hardware & Mfg. Co., Louisville, | buyer of tools in 1918. 

Ky., held on May 28, three new Mr. Wathen became associated 
| with the company as a stock 
clerk in 1917 and was later pro- 
moted to assistant buyer of 
paints, brushes, wheelgoods, toys 
and miscellaneous goods under 
Charles B. Price. He was ap- 
pointed buyer of these lines in 
1930 and has since added china, 
glass, gift goods and other lines. 

Mr. Burnett started his hard- 
ware career with J. H. Fall & 
Co., Nashville, Tenn., in 1915, 
and went on the road in 1917. 
He became connected with Belk- 
nap in 1923 as special sporting 








E. T. PARSONS 


directors were elected. They are 
E. T. Parsons, Thomas W. Wa- 
then and Houston H. Burnett. 
Mr. Parsons, buyer of me- 
chanics tools, started with the 
company as a clerk and later 
became supply buyer. At 
time he had charge of the cata- 
log and printing department 
and compiled the company’s first 
loose leaf catalog. In 1903 he 


one 








HOUSTON B. BURNETT 


goods and cutlery salesman in 
Tennessee. In 1924 he was as- 
signed to the general line terri- 
tory with headquarters at Ashe- 
ville, N. C., and in 1937 was 
transferred to the home office to 
succeed T. E, Hereford as sales 
director of the southeastern terri- 
tory comprising the states of 
Virginia, North and South Caro- 
lina, Georgia and Florida. 

On May 1, R. H. Fuchs, who 
had served many years as as- 
\ ona buyer to B. G. Marshall 
|of the plumbing and 
lines was appointed 
‘those lines. 





heating 
buyer of 





THOMAS W. WATHEN 





GEORGE B. RIDDLE 


RIDDLE HEADS SALES 
PROMOTION FOR 
EDWARD KATZINGER CO. 


Announcement has been made 
by Edward Katzinger Company, 
Chicago, IIL, of the appointment 
of George B. Riddle to the posi- 
tion of advertising and sales pro- 
motion manager of the company. 

Mr. Riddle comes to his new 
position with many years of ex- 
perience in the advertising and 
sales promotion field with such 
firms as Freeman Stokers, Frig- 
idaire, Williams Oil-O-Matic and 
the A. E. Staley Company, and 
was at one time director of ad- 
vertising and sales for the Amer- 
ican Steel Wool Company. 

He will be associated with 
other members of the Katzinger 
staff in present day problems 
largely related to the war effort 
and will take an active part in 
the company’s post-war planning 
program where he will be asso- 
ciated with Paul Crissey, vice- 
president in charge of sales and 
with the engineering and re- 
search staffs. 


D. O. ANDERSON 
MOVES OFFICE 


D. O. Anderson, eastern repre- 
sentative for American Cabinet 
Hardware Corp., Rockford, IIl.; 
Rockford Screw Products Co., 
Rockford, [Ill.; Chicago Lock 
Co., Chicago, Ill., and Imperial 
Molded Products Corp., Chicago, 
Ill., has moved his office into the 
Architects Bldg., at 101 Park 
Ave., New York City. 
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GIFT SHOWS CANCELLED 
AT REQUEST OF ODT 


Announcement has been made 
by George F. Little Manage- 
ment, Inc., New York City, that 
plans have been cancelled for 
holding the Chicago Gift Show, 
sponsored by the Eastern Manu- 
facturers & Importers Exhibit, 
Inc., and the New York and 
Boston Gift Shows sponsored by 
the National Gift and Art Asso- 
ciation, Inc. This has been done 
as a result of a recent request 
by the Office of Defense Trans- 
portation to the effect that all 
gift shows have been omitted for 
the balance of the year in order 
to conserve transportation facil- 
ities for the war effort. 


ROWLAND CHIEF OF WPB 
INDUSTRIAL BRUSH UNIT 


George O. Rowland, an execu- 
tive of The Osborn Mfg. Co., 
Cleveland, Ohio, producers of 
power driven brushes for indus- 
try, has been appointed chief of 
the War Production Board’s in- 
dustrial brush unit, Washington, 
D.C. 

Establishment of this govern- 
mental unit was necessitated by 
the widespread demand for 
brushing wheels which have be- 
come vitally important in speed- 
ing up production and improving 
the quality of essential war ma- 
terials. 

As head of the new WPB unit. 
Mr. Rowland will divide his 
time between Washington and 
the Osborn Company’s _head- 
quarters in Cleveland. 





GEORGE 0. ROWLAND 
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UBACE WHILE IT’S NEWS 


Western Cartridge Co. Donates Process 
For Steel Cartridge Cases to Government 


Announcement has been made 
by John M. Olin, vice-president 
of the Western Cartridge Co., 
East Alton, Ill., that the company 
has made a gift to the United 
States Government of a patent 
covering the processing of am- 
munition parts made from “non- 
directional” steel. This has been 
done in order to expedite the 
substitution of steel for brass 
in the production of military car- 
tridges. 

The company’s action makes 
available to all ordnance plants 
and other manufacturers, without 
designed to 
from 


cost, a 


speedup 


p rocess 


the change-over 


brass to steel in producing 
cartridge cases by the cold-draw 
method and_ will 


of pounds of brass. 


save 


Under the Western process, 
non-directional steel in which 
the grain does not run in a 


single direction produces smooth, 
draws. While it is not 
to use non-directional 


even 
necessary 


steel to produce — satisfactory 
cases, the Western process 
minimizes the amount and cost 


of special equipment. In many 
cases, Mr. Olin states, the same 
equipment for drawing 
cases can be adapted readily to 
non-directional steel. 


brass 








JOHN BOONE JOINS 

ANIMAL TRAP CO. 
John T. Boone has joined the 
Animal Trap Co. of America, 
Lititz, Pa., as sales manager, ac- 





JOHN T. BOONE 


cording to a recent announce- 
ment, 

Mr. Boone’s previous experi- 
ence well qualifies him for his 
new position. From 1934 to the 
early part of this year, Mr. Boone 
had been associated with the 
American Cyanamid & Chemical 
Corp., New York City, where he 


had been in charge of marketing | 
| treasurer, Ralph Matters, Rin- 


the company’s agricultural and 
industrial chemical products. His 
work also included advertising, 








sales promotion, sales direction 
and selling. Prior to this, he had 
been with the Standard Sanitary 
Mfg. Co., Newark, N. J., as a 
salesman covering plumbing sup- 
ply jobbers, architects, contrac- 
tors and municipal, county and 
state buyers. From 1925 to 1928, 
Mr. Boone had been employed by 
Von Lengerke & Detmold, Inc., 
now a part of Abercrombie & 
Fitch Co., New York City. He 
served in a dual capacity, divid- 
ing his time between assistant 
to the manager of the fishing 
tackle department and sales in 
the gun department, as well as 
having temporary charge of the 
gun repair department, which 
was a major part of the con- 
cern’s activities at that time. 


EICHELBERGER HEADS 
DETROIT PAINT GROUP 


D. E. Eichelberger, of the De- 
troit office of the Cook Paint & 
Varnish Co., has been elected 
president of the Detroit Chapter 
of the National Paint, Varnish 
and Lacquer Association, to suc- 
ceed Mr, Carl W. Oliver, Wyan- 
dotte Paint Products Co. 

Other new officers elected for 
the coming year are: vice-presi- 


dent, Arthur Kiernan, Berry 
Brothers, Inc.; secretary, A. 
Hartung, American Can Co.; 


shed, Mason Co. 


The guest speaker at the in- 


millions | 


augural dinner at the Wardell-> 
Sheraton Hotel was Cyril Cane, 
British consul general for Michi- 
gan and Ohio, spoke on 
“The British Paint industry and 
the war.” 


who 


AVAILABLE .GOODS LIST 
ISSUED BY FRANTZ 


Frantz Mfg. Co., manufactur- 
ers of builders hardware, Ster- 
ling, Ill., has published an Avail- 
able List in order to inform the 
dealers what hardware items are 


| available in its line, as permitted 
L-236. | 


under Limitation Order 
The list shows the civilian items 
which the company will continue 
to manufacture, according to the 
War Production Board’s Simpli- 
fication and Limitation Schedule 
now in effect. On page 4 of the 
booklet the company has 
listed the priorities that are nec- 


also 
essary for securing these items. 


WEIL MADE VICE-PRES. 
AMER. SAFETY RAZOR 


At a meeting of the board of 
directors of American Safety 
Razor Corporation, Sidney Weil 
was appointed a 
of the company. He became at- 
tached to the company in 1926 
as manager of the export depart- 


vice-president | 









SIDNEY WEIL 


ment and in this capacity travel- 
ed in many foreign countries fur- 
thering the expansion of the 
company’s business. During the 
past 10 he has 


years assumed 


| various duties connected with the 


organization’s domestic affairs, 
and on Aug. 1, 1942, was ap- 
pointed director of sales for the 
corporation and all its sub 
sidiaries. 

Prior to his joining the firm, 
Mr. Weil spent many years in 
South and Central America. 











“Mac’’ Witten Returns to Hardware Age; 
Heads Reader Service, Circulation Depts. 


J. M. “Mac” Witten has re- 
turned to the HARDWARE AGE 





J. M. WITTEN 





staff and will head up the Reader 
Service and ,Circulation Depart- 
ments. For the past six years 
he has been managing the Wit- 
ten Hardware Co., Trenton, Mo., 
a business founded by his father, 
where “Mac” obtained his early 
hardware trade experiences and 
training. Since the passing of 
Mr. Witten, Sr., three years ago, 
“Mac” has been the sole owner 
of the business which he 
liquidated earlier this year. Prior 
to his recent connection wita the 
Witten Hardware Co., he had 
been for 12 years an associate 
editor of Harpware Ace and 
was well known among hardware 
men and a popular convention 
speaker. Last year he was presi- 
dent of the Western Retail Imple- 
ment and Hardware Association. 
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FIBERGLAS WINS “E” STAR AWARD. 


ledo, Ohio, was added recently at brief ceremonies. 
right: Ben E. Boyd, Newark factories manager; W. P. Zimmer- | 


FIBI First star on the 
E” pennant that flies over the Newark, Ohio, factories and 
research laboratories of Owens-Corning Fiberglas Corp., To- 


Left to 


man, vice-president in charge of operations; Lt. Commander 
A. E. Heiser, who made the presentation; Games Slayter, vice- 


president and director of research. 


The award was granted 


for continued excellence in the production of fibrous glass, 
which is listed as a critical material for electrical insulation 


£ 


and fe: heat and sound insulation in ships, planes, tanks and 


other weapons of war. 








KEYSTONERS CANCEL 
ANNUAL OUTING 


The Keystoners, whose annual 
outing is usually held in June 
at a country club located near 
Philadelphia, have cancelled 
plans for such an event until 
further notice. Plans had been 
prepared for such an outing to 
be held sometime during — the 
month of June but new restric- 
tions on driving necessitated can- 
cellation of all plans. 


WM. C. HABBERSETT ACT- 
ING CHIEF WPB HARD- 
WARE AND TOOLS DIV. 


Wm. C. Habbersett, for many 
years sales manager, Russell & 
Erwin Mfg. Co., New Britain, 
Conn., has been appointed acting 
chief, of WPB’s hardware and 


small section with head- 


tools 





W. C. HABBERSETT 


| Mfg. 
|treasurer and Albert M. Boyd, | 


quarters in Washington, D. C. 
Prior to this appointment he had 
been serving WPB in an ad- 
visory capacity in Washington for 
about six months specializing on 
builders’ hardware problems. He 
has long been active in industry 
meetings and is well known and 
respected throughout the hard- 
ware industry. 


HARRIS HEADS PAYSON 
AND HARRIS & REED 


Victor F. Harris, the son of 
the late E. T. Harris, former 
president of The Payson Mfg. 
Co. and the Harris & Reed Mfg. 
Co., both of Chicago, Ill., was 
recently elected president of 
these two companies at the meet- 
ing of the board of directors of 
each company. 

Other officers elected for The 
Payson Mfg. Co. are: E. Preble 
Harris, vice-president; James A. 
Billings, treasurer, and Albert 


| M. Boyd, secretary and assistant 
| treasurer. 


E. A. Reed was elected vice- 
president of the Harris & Reed 
Co., James A. Billings, 


secretary and assistant treasurer. 


STAR NOW ON PENNANT 
OF INDEPENDENT- 
LOCKWOOD 
Independent Lock Co. and 
Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., have’ again re- 


been added to the Army-Navy 
“E” pennant presented to the 
associated companies last fall. 

Independent Lock Co.., 
Lockwood Hardware Mfg. Com- 
pany, are “all-out” for war pro- 
duction, as these awards indi- 
cate. However, Independent and 
Lockwood continue to serve the 
hardware and builders’ trades’ 
within priority limitations, on 


certain essential supplies. 


GILLETTE QUIZ CONTEST 
OFFERS $5000 IN BONDS 
Gillette Safety Razor Co., 

Boston, Mass., is offering 289 

prizes in War Bonds and Stamps, 

totaling $5,000, in a sales quiz 


| contest. Only retail sales people, 





ceived official recognition for high | 


maintenance of quality and quan- 


tity in. war production, through | 


the 


Star, 


“Continued 
which has 


the award of 
Achievement” 


store owners and managers are 
eligible. The contest is designed 
to stimulate and _ encourage 
thought among retail sales people 
as to the best possible explana- 
tions to give in answer to re- 
quests for merchandise not avail- 
able. The contest itself is speci- 
fically connected with Gillette 
products, but the principle ap- 
plies as well to any product that 
has been affected by wartime 
conditions. 

Awards will be given for the 
best replies to four questions 
which are typical of those cus- 
tomers ask retail sales clerks, in 
these times. Replies to each of 


| the four questions must not ex- 


ceed 50 words. Contestants may 
send in as many entries as they 
wish before the closing date of 
Aug. 31, 1943. The company be- 
lieves that this contest has great 
importance for the retail trade 
generally, particularly with so 
many new sales clerks behind the 
counters. 

Judges of the entries submitted 
are: G. H. Griffiths, HARDWARE 
Ace; K. B. Hurd, American 
Druggist; Aglar Cook, Drug 
Topics, and V. J. Farley, Retail 
Tobacconist. 


and ; 


SHERWIN-WILLIAMS CO. 
APPOINTS RUTHRUFF 
RESEARCH HEAD 
The Sherwin-Williams Com- 
pany has announced the appoint- 


ment of Dr. Robert F. Ruthruff 





DR. R. F. RUTHRUFF 


as director of research for Sher- 
win-Williams and its allied com- 
panies. 

Dr. Ruthruff, a graduate of the 
University of Michigan, as well 


' as a former member of the teach- 


ing staff of that institution, is 
widely known for his experi- 
mental and research work on 
various oils, gases, resins, and 
their by-products. Prior to join- 
ing the Sherwin-Williams or- 
ganization in 1939, he was asso- 
ciated with E. I. du Pont de 
Nemours & Co., Standard Oil 
Company of Indiana and the M. 
W. Kellogg Company. 

In naming Dr. Ruthruff, Sher- 
win-Williams maintains its policy 
of selecting young men for key 


positions. He is forty years of 
age, a native of Ohio and a 
Ph.D. University of Michigan. 


1927. 











WAR HEROES HONORED: The war hero rally held at the 
National Die Casting Company, Chicago, Ill., May 18, 1943. 
Reading from left to right, front row: Sgt. Bill Hancock, 
holder of the D.F.C. Silver Star and other emblems of valor: 
Pvt. Provost speaking into microphone, a wounded Guadal- 
canal veteran and holder of the Purple Heart; master of 
ceremonies, Captain Alvin Graver; Gerald Hanney and 
George Geider, both vice-presidents of the National Die 


Casting Company. 
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crease in new memberships in 


the history of the organization. | 
Amis, secretary-treasurer, | 
which | 


1 
made his annual report 
was approved and accepted. 

The following officers 
appointed for the ensuing year: 
Edward Vondrak, _ president; 
Charles Chouffet, 


were 


Directors, M. B. Silverman, May- 





| Chicago, Il., 
| of the board of directors. 


vice-president; | 
Chairman James Cihak, Chicago; | 


| 
} 
} 
| 
| 
| 


McCONVILLE ELECTED 
TREASURER OF SKILSAW 

Edwin B. McConville was 
elected treasurer of Skilsaw, Inc., 
at a recent meeting 


Mr. 





RUBBER FROM LOUISIANA: This bale of rubber didn’t 
come from the Far East but from Louisiana and is the first 
synthetic rubber to be produced at a Government- owned 


plant and turned out under the Government's original 
1,000,000-ton program on March 31, 1943, in the course 
of a trial run at the Copolymer Corporation plant at Baton 
Rouge. This corporation, functioning as a management and 
operating company, was formed in 1942 by the Mansfield 
Tire & Rubber Company, Mansfield, Ohio, in association 
with six other rubber companies. George W. Stephens, presi- 
dent and general manager of the Mansfield company, is vice- 
president of the Copolymer Corporation. Development engi- 
neers of the Mansfield Tire & Rubber Company are shown 
examining the first bale of this man-made rubber to arrive 
in Mansfield. Left to right: C. F. Orr, product development 
engineer; H. P. Partenheimer, chief product development 
engineer; R. D. Brewer, chief chemist; R. M. Gage, process 
engineer; H. B. Soulen, vice-president and factory manager, 


UNIVERSAL METAL PRODS. | 


wood, Ill.; John W. Weiss, } 
Evanston, Ill., and W. J. Swi- | 
talski, John J. Burkhart, Robert | 
F. Kozelka, and Edgar U. Hamel, | 
all of Chicago; Advisory Com- | 
mittee, Frank J. Horky, Ronald 
G. Dix, and H. D. Crook, 


of | 
Chicago. | 


PLANT DESTROYED 


The Saranac, Mich., plant of | 
the Universal Metal Products | 
Co., was completely destroyed by 
fire on June 1, and at the present 
time the company is temporarily 
out of production. However, 
plans to build temporary build- 
ings to house the machinery are 





E, B, McCONVILLE 


McConville brings to his new 
position the background of a 
quarter-century of financial and 
merchandising experience, having 
been treasurer of Finch, Van 
St. Paul, 


and C. K. Novotny, technical 


supervisor. 








HIRST TO LOUISVILLE 
FOR COVERT MFG. CO. 


J. Harold Hirst, well-known in 
the wholesale hardware and 
saddlery manufacturing business 
throughout the middle west, has 
returned to that territory, where 
he represented the Covert Mfg. 


Hirst have taken a home at 3831 
West Market St., where he will 
|be pleased to hear from his 
| friends in the trade. 


| J. M. WITTEN ADDRESSES 
° CHICAGO ASSN. 


being made so manufacture of 
sprayers can be continued. 

For the past 60 days the com- 
pany has been working 100 per 
cent on war production and, of 
course, production will be crip- 


pled until new buildings are 
erected. However, Universal 
Metal Products Co. expects to 


continue and finish its war con- 
tracts and then proceed with the 
production of agricultural and 


Slyck and McConville, 
Minn., until he joined Skilsaw 
as comptroller in 1942. 





GUS J. SCHAFFNER CO. 
ENLARGES PLANT 


The Gus J. Schaffner, Co., 
Avalon, Pittsburgh, Pa., manu- 
facturers of first aid kits and 
supplies, has been obliged to en- 
large and has taken on an addi- 


Co., Troy, N. Y., manufacturers} J. M. Witten, of Harpware 
of saddlery hardware, snaps, | ACE, was the principal speaker 
buckles, etc., for many years. He | at the annual meeting of the 
has taken residence in Louisville, | Chicago Retail Hardware Asso- 
Ky. ciation, held on May 28 in Room 
Mr. Hirst’s temporary ab- | 1464 of the Merchandise Mart, 
sence from Louisville was due to | Chicago. About 125 
the fact that he was needed at | were present. 
the company’s headquarters to With “The New Era of the 
take over the duties of an im- | Hardware Industry,” as his topic, 
portant member of the organiza- | Mr. Witten presented his version 
tion who was called to serve in | of the hardware merchandising 
the Navy. in the post-war period and ex- 
In Louisville, plained why it should prove to 
| be an exceptionally prosperous 
| era for the hardware trade. He 
| also urged the dealers to be 
‘ready to quickly adapt their 
rage to the many changes 
merchandise and methods 
ioe are certain to occur after the 
war. Following his talk, Mr. 
Witten conducted an open forum 
discussion, in which, considerable 
| interest was shown. 
As the association’s president, 


| 
| 
| 
Edward Vondrak, Cicero, IIl., 
| 


members 





Mr. and Mrs. 


was out of the city, the meeting 
was conducted by the vice- 
president, Charles A. Chouffet, 
Oak Park, Illinois. Mr. Chouf- 
fet also read President Von- 
drak’s annual message, which 
reported much progress for the 
year, 





including the largest in- 


J. HAROLD HIRST 
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household sprayers. tional 28,000 sq. ft. for its plant. 











HORST MFG. CO. WINS ARMY-NAVY “E’’—The Army- 
Navy “E” was awarded to the employees and management of 
the Horst Mfg. Co., Detroit, Mich., at ceremonies held at the 


Tower Theatre in that city, on April 21. Harry J. Chapman, 
vice-president and general manager, accepted the pennant 
which was presented by Maj. Nelson W. McCormick, U S.A. 
The presentation of the “E”” emblems was made by Lt. Com- 
mander E. L. Johnson, U.S.N.R. Harvey J. Campbell, execu- 


tive vice-president, Detroit Board of Commerce, introduced 


the guests which included high government officials and ofh- 
cers of the Army and Navy. Shown is the speakers’ platform 
during the raising of the colors. 
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SONNEBORN HEADS SALES 


FOR CHICAGO NIPPLE 


R. H. Sonneborn, well-known 
for many years in the industry, 





R. H. SONNEBORN 


Nipple Mfg. Co., 
according to an 
by J. Lester Williams, Jr., presi- 
dent of the company. 


Chicago, IIl., 


Mr. Sonneborn has been gen- 
eral manager of The 
Grabler Mfg. Co., Cleveland, 
Ohio, and prior to that had been 
associated with the Republic 
Steel Corp. 


sales 


CHAFEE DIRECTOR OF 

WPB TOOLS DIVISION 

The appointment of John 
Chafee as director of the Tools 
Division of the War Production 


e 





will direct the sales of Chicago | 


Board was announced recently 
by Donald D. Davis, Operations 
vice-chairman. Mr. Chafee suc- 
ceeds George H. Johnson, presi- 
dent, Gisholt Machine Co., Madi- 


| son, Wis., who resigned to re- 
| turn to private industry. 


| 
| 
| 


Mr. Chafee has been deputy 
director of the Division since 
coming with the War Production 
Board last He was 
formerly vice-president of Brown 


November. 


| & Sharpe Mfg. Co., Providence, 


| R. 1. 


announcement | 











LT. ROBERT B. KEMP 


son of Irving S. Kemp, of Irv. | 
ing S. Kemp Co., Chicago, Ill. 
Lt. Kemp, who was first pilot 
on a Flying Fortress, was re- | 
ported missing in action April | 
17. His family has since been 
advised that he is now a pris: | 
oner of war in Germany. L1. | 
Kemp attended the University | 


| of Texas and enlisted in the | 


Roval Canadian Air Force on | 
Feb. 11, 1941. He transferred | 
to the U. S. Air Force on May | 

27, 1942. 











Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


The Autoyre Co., Oakville, Conn. 

Electric Vacuum Cleaner Co., Inc., Cleveland, Ohio. 

Malleable Iron Range Co., Beaver Dam, Wis. 

*Owens-Corning Fiberglas Corp., Toledo, Ohio, Newark Ohio, 


factories. 


Plomb Tool Co., Los Angeles, Cal. 

Republic Tool & Drill Co., Chicago, Ill. 

*Stewart-Warner Corp., Chicago, Ill. 

Ware Bros. Division Chicago Roller Skate Co., Chicago, IIl. 


* Award won for second time. 
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| stock and a larger personnel af- 


A. G. Gilfillan and R. J. Scott Celebrate 
50 Years With Edw. K. Tryon 


June 3 was a big night for A. 
George Gilfillan and Robert J. 
Scott who celebrated jointly their 
50th anniversaries with Edw. K. 
Tryon Philadelphia, Pa., 
wholesalers of hardware, sport- 
ing goods, etc. Both men have 
distinguished themselves in their 
respective fields, Mr. Gilfillan on | 
arms and ammunition and Mr. 
Scott on fishing tackle. They en- 
joy national reputations as au- 
thorities in these lines. 

The Tryon Co. gave these vet- 
erans a dinner-dance party at the 
Bellevue-Stratford Hotel, Phila- | 
delphia, and presented them with 


Co., 








suitably engraved silver trays, 
symbolic of their half-century 
| services. This presentation was EDWARD E. CHANDLEE 


made by E. E. Chandlee, presi- | 


dent of the company, who was | party was given. He traced their 


the able toastmaster of the occa- 


Charles J. Heale, vice-presi- 
dent of HarDWARE 
Ace, spoke briefly on the careers 
of Messrs. Gilfillan and Scott and 


ored guests, among them four 
other Tryon folks who have also 
served 50 years each. They are: 
J. Harry Wurst, Thos. A. Young, : 
Will Cugley and Miss Henrietta | presented with framed 
Drost. Mr. Chandlee reviewed the | membership certificates of the 


company’s 132 years of progress | HARDWARE ACE Fifty Year Club. 


and editor 


them 


| and told of the business history | Details on their careers are given 


of the two men for whom the | on pages 64 and 65. 








WHITLOCK SUPPLY CO. H. E. MASBACK ELECTED 


IN LARGER QUARTERS EXECUTIVE VICE-PRES. 


The Whitlock Supply Co., for- At a special meeting of the 
merly located at 71 Warren St., | board of directors of the Mas- 
New York, N. Y., has moved to | back Hardware Co., Inc., whole- 
newer and larger quarters at 17 | sale hardware distributors, New 
Warren St. Their larger space | York City, held on June 3, 
permits the carrying of a greater | Harold E. Masback was elected 
executive vice-president. This 
new office carries the responsi- 
bility of the general management 
of the company. 

Henceforth, E. R. Masback, 
president, intends to devote his 

PAMPHLET OFFERED | time to matters of policy, post- 

“Safety Speeds Production,” a | WT planning and such other 
pamphlet published by the Divi- study. 
sion of Labor Standards, U. S. 
Department of Labor, was pre- | 
pared in response to widespread | 
requests from management, faced | 
with the current shortage of ex- | 
perienced supervisory employees, | 
especially those with any train- | 
ing in safety. Directed to super- 
visors, the material comes from | 
the experience of hundreds of | 
foremen. It was reviewed for | 
accuracy and _ usefulness by | 
safety engineers in large war | 
plants acting as representatives 
of the Labor Department’s Na- 
tional Committee for the Con- 
servation of Manpower in War | 


Industries. 





fords them the opportunity of 
servicing customers with greater | 
promptness. 


PRODUCTION SAFETY 





H. E. MASBACK 


HARDWARE AGE 


progress and told of their recog- 


| sion. The party was attended by | nition in their particular fields. 
| about 150 associates of the hon- | 
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WPB Announces Industry 


Advisory Committees 


The Director of Industry Ad- 
visory Committees recently an- 
ounced the formation of the fol- 
lowing committees: 


Wholesale Trade 
Industry 
Government presiding officer: 
Ralph S. Alexander. Committee 
members are: Harry Badanes, 
McKesson & Robbins, New York, 
N. Y.; Oscar J. Brunner, A. B. 


Frank & Company, San Antonio, 


Texas; F. J. Bowman, Wilson 
Sporting Goods, Chicago, IIL; 
Charles Caruse, Schieffelin & 


Company, New York, N. Y.; Gus 
Edelstein, G. Edelstein, New 
York, N. Y.; Leon Engel, J. En- 
gel & Company, Inc., Baltimore, 
Md.; Walter Haas, Levi Strauss 
& Company, New York, N. Y.; 
E. F. Humphrey, Butler Broth- 
ers, Chicago, Ill.; H. R. Todd, 
D. G. Todd-Witte Company, 
Birmingham, Ala.; Frank Hope- 
well, P. Lorillard & Company, 
New York, N. Y.; L. W. Latham, 
E. B. Latham & Company, New 
York, N. Y.; Frederick F. Quell- 
malz, Ely & Walker, St. Louis, 
Mo.; Jos. Kolodney, Jersey City 
Tobacco, Jersey City, N. J.: C. 
W. Reger, Chittenden & East- 
man, Burlington, Iowa; Joseph 
Schneider, Cincinnati Economy 
Store, Cincinnati, Ohio; John S. 
Shaw, Moore-Handley Hardware 
Company, Birmingham, Ala.; 
Denton Sparks, A. C. McClurg 
& Company, Chicago, III. 


Horseshoe and Harness 
Hardware Industry 
Government presiding officer: 
James W. Crofoot. Members: G. 
A. Altendorf, manager, Giant 
Grip Mfg. Co., Oshkosh, Wis.; 
R. U. Carr, president, Ushco 
Mfg. Co., Buffalo; N. Y.; T. C. 
De Loach, assistant general sales 
manager, North & Judd 
Co., New Britain, Conn.; E. N. 
Gosselin, president, Phoenix 
Mfg. Co., Joliet, Ill.; W. D. Kirk- 
patrick, vice-president, American 
Chain & Cable Co., Inc.; York, 
Pa.; H. C. Robinson, president, 
American Mfg. Co., Chattanooga, 
Tenn.; Otto Swanstrom, presi- 
dent, Diamond Calk Horseshoe 
Co., Duluth, Minn.; and Roger 
W. Weeks, partner Wareham 


Rolling Mills, Wareham, Mass. | 


Builders’ Hardware 
Industry 
Government presiding officer: 
Roy Halquist. Committee mem- 
bers are: G. W. Aldeen, Ameri- 
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Mfg. | 


}can Cabinet Hardware Corp.; 
| Rockford, Ill.; George T. Kim- 
| ball, American Hardware Corp., 
| New Britain, Conn.; W. Gibson 
| Carey, Jr., Yale & Towne Mfg. 
|Co., Stamford, Conn.; A. J. 
| Eggleston, Richards-Wilcox Mfg. 
Co., Aurora, Ill.; Douglas 
| Franck, Safe Padlock & Hard- 
| ware Co., Lancaster, Pa.; Jo- 
|hann Frohlich, Bommer Spring 
Hinge Co., Brooklyn, N. Y.; Ho- 
bart J. Hendricks, H. B. Ives 
Mfg. Co., New Haven, Conn.; D. 


M. Lewis, Pullman Mfg. Co., 
Rochester, N. Y.; R. E. Prit- 
|chard, Stanley Works, New 


| Britain, Conn.; A. H. Schleicher, 
| Oscar C. Rixon Co., Chicago, IIl.; 
|S. M. Soref, Master Lock Co., 
Milwaukee, Wis.; and Charles 
Kendrick, Schlage Lock Co., San 
Francisco, Cal. 


Farm Machinery Equipment 
Suppliers Industry 
Government presiding officer: 
James W. Crofoot. Members: 
H. F. Carroll, Montgomery Ward 
& Co., Chicago, IIl.; C. A. Cog- 
gin, The H. C. Shaw Co., Stock- 
ton, Cal.; Howard A. Cowden, 
Consumers Cooperative Associa- 
tion, North Kansas City, Mo.: 
.L. A. Hardison, Stratton-Warren 
Hardware Co., Memphis, Tenn.; 
Russell G. Lindsay, Lindsay 
Brothers, Inc., Milwaukee, Wis.; 
Wade Newbegin, R. M. Wade & 
Co., Portland, Ore.; C. J. Reilly, 
| Reilly & McGrevy, Brooklyn, 
|N. Y.; M. B. Sackheim, The 
| Brown Fence & Wire Co., Cleve- 
| land, Ohio; I. H. Hull, Indiana 
| Farm Bureau Cooperative Asso- 
| ciation, Indianapolis, Ind.; H. R. 
| Kimmel, Sears, Roebuck & Co.. 
| Chicago, [ll.; C. N. Sileox, Co- 
| operative G.L.F. Exchange, Inc., 
| Ithaca, N. Y.; and E. A. Syfte- 
| stad, Farmers Union Central Ex- 

change, Inc., St. Paul, Minn. 





| Barn and Barnyard Equipment 
Industry 

| Government president officer: 

| James W. Crofoot. Members: 

David J. Gemmell, vice-president. 

| The Cleveland Chain & Mfg. Co., 





| Cleveland, Ohio; J. A. Gray 
general manager, Harry J. 


Simons Lumber & Mfg. Co., St. 
Paul, Minn.; C. A. Gutenkunst, 
Jr., president, Milwaukee Hay 
Tool Co., Milwaukee, Wis.; R. 
C. Hudson, vice-president, H. D. 
Hudson Mfg. Co., Chicago, IIl.; 
R. W. Louden, vice-president, 
The Louden Machinery Co., 
Fairfield, Iowa, Stephen Mahon, 








vice-president, James Mfg. Co., | 


Fort Atkinson, Wis.; H. B. 
Megram, secretary, Starline, Inc., 
Harvard, Ill.; D. D. Miller, III, 
vice-president, The Ney Mfg. 
Co., Canton, Ohio; and C. D. 
Leiter, sales manager, The F. 
E. Myers & Bro. Co., Ashland, 
Ohio. 


Garden Tractor and 
Equipment Industry 
Government presiding officer: 
K. W. Anderson. Members: H. 
L. Downing, president, American 
Farm Machinery Co., Minneapo- 
lis, Minn.; W. J. Niederkorn, 
president, Simplicity Mfg. Co., 
Port Washington, Wis.; C. A. 
asst. compt., David 
Mfg. Works, Bradley, 
H. Roberts, sales man- 
ager, S. L. Allen & Cs., Inc., 
Philadelphia, Pa.; Kenneth L. 
Thomas, secretary, Gravely Motor 
Plow & Cultivator Co., Dunbar, 
W. Va.; E. A. Vallee, vice-presi- 
dent, Bolen Products Co., Port 
Washington, Wis. 


Peterson, 
Bradley 
Ill.; W. 


Poultry Equipment Industry 
Government presiding officer: 
James W. Crofoot. Members: L. 
J. Brower, treasurer, Brower 
Mfg. Co., Quincy, Ill.; A. R. 
Hill, president, The Buckeye In- 
cubator Co., Springfield, Ohio; 


S. H. Smith, president and 
treasurer, Smith Tool & En- 
gineering Co., Bucyrus, Ohio; 





|}ucts Co., Macomb, IIL; 





Howard S. Smith, manager, The 


Trumbull Electric Mfg. Co., 
Plainville, Conn.; R. C. Hud- 
son, president, H. D. Hudson 


Mfg. Co., Chicago Ill.; Stephen 
Mahon, vice-president, James 
Mfg. Co., Fort Atkinson, Wis.; 
Arthur Scott, general manager, 
Beacon Steel Products Co., West- 
minster, Md.; D. B. Tolley, vice- 
president, Makomb Steel Prod- 
ye 3 
Wood, president, A. R. Wood 
Mfg. Co., Inc., Santa Cruz, Cal.; 
and W. A. Zaloudek, president. 
The Oakes Mfg. Co., Inc., Tip- 
ton, Ind. 


Electric Fence Controller 
Industry 


Government presiding officer: 
James W. Crofoot. Members: 
A. J. Benson, president, Elec- 
tronic Specialties Co., Chicago, 
Ill.; W. C. Best, Electrical Divi- 
sion, The Prime Mfg. Co., Mil- 
waukee, Wis.; A. K. Knudsen, 


vice-president, Sampsel Time 
Control, Inc., Spring Valley, 
Tll.; E. K. Malme, president, 


Guard-It Mfg. Co., Chicago, IIl.; 
E. D. Nunn, president, Northern 
Signal Co., Inc., Milwaukee, Wis.; 
E. H. Pratt, president, Acces- 


| sories Mfg. Co., Chicago, IIl.; 


J. L. Sheerin, sales manager, 
Kingston Products Corp., Koko- 
mo, Ind.; and M. S. Turner, vice- 
president, Parker-McCrory Mfg. 
Co., Kansas City, Mo. 











FROM BASEBALL TO TOOLS: Arnold “Jigger’’ Statz, retir- 
ing from 24 years of fame in organized baseball, relinquishes 
his bat to Freeman Kirwin, sales promotion manager of Plomb 
Tool Co., Los Angeles, Cal, as he receives in return a typical 
Plomb tool symbolizing his new connection with Plomb as 
personnel counselor. He will be located at the main factory 


in Los Angeles. 


During his career in organized baseball, 


dating from 1919, Mr. Statz played for the New York Giants, 

Chicago Cubs, Brooklyn Dodgers and for the past three years 

has been player-manager o the Los Angeles Angels. He main- 

tained a batting average of 315 for over two decades of pro- 

fessional ball and achieved a record of 3,473 league games 
played during that period. 
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If the War Ended Tomorrow— 


lL, the war ended to- 


morrow, 53 per cent of the 
families in the United States be- 
lieve that they would make pur- 
chases of one or more major 
articles within six months. This 
startling information is revealed 
in the second progress report on 
the consumer phase of a survey 
to determine post-war needs and 
our capacity to meet them. It is 
being conducted by the Chamber 
of Commerce of the United States 
of America, Washington, D. C. 

What would these families buy ? 

In the household appliance 
field, consumers would spend 
than $860,185,000.00 for 
refrigerators, washing machines, 
stoves, radios, etc. In the field of 
home furnishing, there will be an 
immediate post-war market in 
which $709,905,000.00 would be 
spent for furniture, rugs and lino- 
leum. 

More than 1,015,000 familes in- 
tend to build or buy new homes 
within six months after the war is 
over. This means a post-war build- 
ing boom of at least $5,000,000.- 
000.00. 

What about home and farm im- 
provements? Thirty-four per cent 
of the America 
say that if the war ended tomor- 
row, they would almost certainly 


more 


homeowners in 


make some sort of improvements 
or repairs in their properties with- 
in six months. This means a post 
war market for home and farm 
improvements of at least $6,000.- 
000,000.00. 

What does all this mean to the 
hardware dealer? How much of 
post-war market 
can he reasonably expect to serve 
in his own community and trad- 
ing .area ? 

HarpwareE AGE has worked out 
the example which is reproduced 
on these pages, to help the retail 
hardware dealer apply market data 


this immediate 
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Soc ay of Coneumer and 


Use any sheet v " 
above, list items in which 


in Column I opposite them. 


you are 


presented in the U. S. Chamber’s 
report to his own trading area. 
Any dealer can, with very little 
effort, determine conservative es- 
timates of the portion of post- 
war business that is likely to be 
available in his trading area in 
the six months immediately fol- 
lowing the end of the war. 


How It Works 


This example is worked out on 
an ordinary five-column sheet. A 
dealer can use a similar sheet or 
any ruled paper that can be 
divided in this manner. Place the 
proper headings in the columns 
and list the merchandise on which 


t with five or more © 


Carry on 


ding shown 
it. Insert the hea ; ~ 
“ weed ont place ——T, — 
“4 the figuring a8 outlined in the 


the post-war market is to be esti- 
mated. Transfer and place oppo- 
site the merchandise items listed 
on the dealer’s sheet the percent- 
age figures shown in Column I on 
the example. 

Items listed in this example 
were taken from the Chamber of 
Commerce survey since -most 
hardware stores sell some, if not 
all of them. In Column I are 
figures showing the percentage of 
American families that intend 
buying various appliances, or 
making improvements and repairs. 
By multiplying the number of 
families in the trading area, (A) 
in the example, by this percentage 
figure the dealer can determine 
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93 Per Cent of American Families Believe They Would 
Buy One or More Major Articles Within Six Months 






Hardware Age interprets the U. S. Chamber of 
Commerce survey on post-war consumer needs 
and buying intentions. Here is a simple for- 
mula whereby hardware dealers can appraise, 
on a reasonably accurate basis, the probable 
share of this national post-war market which 
should be available in their own districts. 


the number of families in his 
community that probably will be 
in the market for the item. Once 
this is completed, insert it in 
Column II. 

In Column III are inserted con- 
servative estimates of the amounts 
customers might be inclined to 
spend for the various appliances 
or for the improvement and repair 
jobs. The dealer should use his 
own estimated figures here if these 
seem out of line. These normally 
would be based upon his experi- 
ence and knowledge of the com- 
munity’s buying abilities and 
habits. 

Multiply Column III by Column 
II to determine the extent of the 
market in 


immediate post-war 


your trading area on each indi- 
vidual item. Enter these figures 


in Column IV. 


Income Determines Market 


According to the example used, 
the refrigerator market in “Any- 
town,” Wyoming, is $17,800.00 
This is based on data for the 
United States as a whole. Since 
markets are made up of people. 
the value of the market they com- 
prise depends on whether or not 
they have income, plus a willing- 
ness to spend it prompted by their 
standard of living. Therefore, 
people in Wyoming might be able 
to purchase more per capita than 
those in Louisiana. 





TABLE I—RETAIL SALES INDEX BY STATES 
SHOWING VARIATION FROM UNITED STATES AVERAGES 


Per Cent Per Cent Per Cent 
Alabama —§5 Louisiana —45 Ohio +13 
Arizona +8 Maine —§ Oklahoma —19 
Arkansas —46 Maryland —8 Oregon +18 
California +41 Massachusetts +19 Pennsylvania +3 
Colorado +18 Michigan +13 Rhode Island +13 
Connecticut +17 Minnesota +2 South Carolina —58 
Delaware +2 Mississippi —A49g South Dakota ff 
Dist. of Columbia +67 Missouri +1 Tennessee —39 
Florida —i7 ow eer i z Texas —13 
Georgia —A48 ebraska Utah a 
Idaho —7 a es hire — Vermont +3 
Illinois +18 = ow can 412 Virginia —40 
Indiana —7 Now Mexico 30 Washington +21 
lowa —3 New York ... +4l West Virginia —37 
Kansas 4 North Carolina —42 Wisconsin +3 
Kentucky —45 North Dakota —Il6 Wyoming +10 


Note: United States Average figures should be increased or decreased by 
the state percentage figures shown above to determine the individual state's 


proportionate share. 


Markets are made up of people but the value of the market they comprise 
depends on whether or not they have income plus a willingness to spend it 


prompted by their standard of living. 


Based on Erwin, Wasey & Co’s Analysis of Census of Distribution. 
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In order not to be misled by 
figures based on data for the en- 
tire United States, the figures in 
Column IV should be adjusted for 
variations in markets. This is best 
done by applying the retail index 
figures shown in Table I. The 
percentage figures shown here in- 
dicate to what extent each state 
is above or below the national 
average market. For example, 
Wyoming is a better than average 
market by 10 per cent, while In- 
diana, on the other hand is a 
poorer market by 7 per cent. 
Volume estimates in Column IV 
should be revised accordingly and 
entered in Column V. 

Column V indicates an accurate 
estimate of the immediate post- 
war market that exists in your 
community for the merchandise 
listed. You and other merchants 
handling these lines and serving 
the sanie territory will compete 
for and develop it. Hardware 
dealers will definitely have to plan 
their selling campaigns in advance 
in order to secure their share of 
this immediate post-war business. 

The U. S. Chamber report 
points out that needs and attitudes 
will change if the war is pro- 
longed—perhaps downward _be- 
cause of taxes, perhaps upward 
because of savings created by lack 
of goods to buy. Therefore, the 
findings presented could hardly 
be expected to be reliable for pre- 
diction if the war should last for 
five years. In this case, similar 
reports will be made at reasonable 
intervals during the conflict and 
will show changes in consumer 
viewpoints as the war progresses. 
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LEARY'S . Inc 





The one large window 
is divided into sec- 
tions which vary in 
size with the type 
of merchandise shown. 
Displays are changed 
frequently. Seasonal 
items which must be 
moved promptly are 
often shown outside. 


New Streamlined Store Helps 


in Windsor Locks, Conn. (popu- merchandise shortages brought 

S lation 4,300). This business suc- about by the war. Major appli- 

OMEWHAT less ceeds the electrical appliance store —_ances_ will again be a very im- 

than a year ago, E. G. Leary, which he operated up to that time _ portant department in this hard 

owner of Leary’s Inc., opened a and which was incorporated into ware store when they are once 
completely new hardware store the new business due to the acute — more _ available. 


Mr. Leary decided to go inio 


This window on the side street 
facing uptown gives added dis- 
play facilities. Unpainted fur- 
niture and lamps are shown here, 


ee 
oe 


Round, cross aisle tables are used in display batteries in 
the front of the store. This stimulates traffic flow toward 
the rear and the sides of the sales floor. All tables and 
sidewall equipment in this store are in light oak finish. 
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Sporting godds, tools 
and hardware lines 
are in the open cases 
and upon panel doors 
along the left side- 
wall. Ledge displays 
feature the popular 
Priced and popular 
selling merchandise 


Pyramid Sales for Leary's 


ian ake Ge teas Modernistic front attracts the 
diversified lines of merchandise customers while the up-to-date 


many of which are essential and 
available; so that he could con- 
tinue and maintain the company 
during the war, and so that he 
could provide service on the ap- 
pliances he had sold, the income 
from which in itself would not 
have enabled his appliance busi 
ness to survive. 

From the outset he realized not 
only the importance but the neces- 
sity of a modern building and 
equipment in selling hardware 
and kindred lines. Accordingly, he 
called upon a capable organiza- 
tion to develop a store plan for 
him, designed and built a build- 
ing to, fit it, and then purchased 
the necessary modern hardware 
fixtures. 

The building that served as 
suitable quarters for the appiance 
business was not suitable for a 
modern retail hardware store. It 


interior helps complete the job 





. dow d th ote The entire right sidewall is devoted to housewares. Dinnerware, colored 
was torn down and the new brick pottery and gift goods are shown both on shelves and ledges. Adjustable 
(Continued on page $1) glass shelves are used to decided advantage in these fixtures. 
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Late July—Early Harvesting Goods, 
Luggage and Phonograph Records 


HARDWARE AGE Original Window Display IDEAS 














HERES Your 





‘, 





"i 


7 


HAYING 
EQUIPMENT 


OROER EARLY 
'D SUPPL 


y 











HAY 
CARRIER 
© FORK 

Pm $008 

ORDER 
MOVER 


























LUGGAGE 
WINDOW 


MERCHANDISE: 
Ladies’ traveling 
bags, gladstone 
bags, suit cases. 
overnight cases, 
furlough bags. 


PHONOGRAPH 
RECORD 
WINDOW 


MERCHANDISE: 
An assortment of 
popular phono- 
graph records, 
popular albums, 
classical albums, 
storage albums 
for records, phono- 
graph needles. 


BACKGROUND: 
Center panels of 
red corrugated 
board or painted 
wallboard. Side 
panels of yellow. 
Cut-out letters of 
yellow. 


HARVESTING 
GOODS 
WINDOW 


MERCHANDISE: 
Hay cars, barn 
door track, hay 
forks, unload- 
ing forks, hay pul- 
leys, binder twine, 
rope, machine oil, 
motor oil, axle 
grease, mower re- 
pairs such as sec- 
tions, guards, 
bolts, rivets, sec- 
tion grinders, 
grinder wheels, 
turnbuckles, eye 
bolts, barn door 
track bolts, single- 
trees, singletree 
hooks, clevises, 
neck yoke ferrules, 
center clip. 


BACKGROUND: 
Center panel of 
dark green corru- 
gated board or 
painted wallboard. 
Side panels of 
bright yellow. Cut- 
out letters of 
bright yellow. 
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Sales of Inexpensive Wallpaper 
Triple Volume of Department 


The Thompsonville 
Hardware Co. cashes 
in as a result of 
adding this line. 
Self service helps 
increase business 











ON AVAILABLE Goops 


; s addition of a 


line of inexpensive wallpapers 
tripled volume of the wallpaper 
department of the Thompsonville 
Hardware Co., Thompsonville, 
Conn. It also provided a means of 
disposing of close-out patterns of 
their more expensive papers. The 
firm has always carried better 
grades of wallpaper and most of 
those sales were made from sample 
books in the department on the 
main floor. The inexpensive line 
which was added is featured on 
the second floor and the only dis- 
play of patterns is a sample patch 
of the paper which is attached to 
the lower left hand corner of the 
stock bin. 

“We never realized the poten- 
tial volume on inexpensive paper 
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Over 100 patterns 
of wallpaper are 
carried in this 
combination dis- 
play and_ stock 
section on the 
second floor. 


that existed in our community.” 
says F. A. Stuart, owner. “We 
began to find out that there was 
such a demand when closing out 
odd lots or discontinued patterns 
of quality paper. It is our prac- 
tice to reduce these prices dras- 
tically in order to move them. 
These bargains have always been 
snapped up by our customers as 
soon as they heard about their 
existence.” 


150 Patterns Selected 


Approximately 150 patterns 
were selected for the inexpensive 
wallpaper stock. Selling prices 
ranged from 10 to 25 cents per 
roll. Window displays, in which 
prices of the paper were featured 
prominently, were used to intro- 
duce the line to the community 
and they proved decidedly effec- 
tive. 

“Odd lots or discontinued pat- 
terns of the quality paper now are 
marked down and removed to the 
inexpensive paper display,” says 








Mr. Stuart. “This enables us to 
offer some outstanding buys on 
quality paper to those customers 
who cannot afford to purchase it 
regularly.” 

Customers are usually sent to 
the second floor to look over the 
stock. They first examine the 
sample patches and, when they find 
one that interests them, take the 
roll from the bin to examine it 
more closely. Customers do not 
object to serving themselves 
mainly because the final decision 
on a paper can only be made by 
them. According to Mr. Stuart, 
this usually is accomplished in less 
time if customers are left to them- 








selves. 
Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 50 
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WPB PROGRAM FOR RELEASING 
SUPPLIES NEEDED BY FARMERS 


TWO ORDERS SET UP PROGRAM 


Affects 144 farm supplies items. PR-19 enables farmers to buy listed 
supplies and also provides means for dealers to obtain them for sale 


to farmers. 


M-330 provides procedure for directives to manufac- 


turers and distributors to produce, earmark supplies for use of farmers. 


To enable farmers to obtain 
supplies of 144 “hard-to-get” 
supplies the War Production 


Board has put into operation a 
program worked out by the Office 
of Civilian Requirements. Two 
orders have been issued to carry 
out this plan Priorities Regula- 
tion No. 19—PR-19 and Gen- 
eral Preference Order M-330. 
PR-19 enables farmers to buy 
what they need of certain listed 
farm supplies and also enables 
retail dealers to obtain these 
items to fill the farmers’ orders. 
Under terms of PR-19 a person 
“who just raises food or other 
agricultural products entirely for 
his own use” or just has a “vic- 
tory garden” is not considered a 
farmer. The order was effective 
as of June 7. PR-19 and covers 
both emergency needs and long 
range needs of listed items. 


Farmers’ Certification 


The 


vides 


priority regulation pro- 
that whenever a farmer 
orders any of the farm supplies 
covered by the regulation from 
a dealer who has them in stock, 
the dealer must fill the order if 
the 
reading: 

“I certify to the War Produc- 
tion Board that I am a farmer 
and that the supplies 
by this order are needed now 
and will be used for the opera- 
tion of a farm.” 

The above statement may 
furnished by the dealer or writ- 
ten by the farmer himself. With 
such certification the farmer may 
buy up to $25 worth of any of 
the items on the list. The farm- 
er may buy in excess of that 
amount if his certificate is ap- 
proved by the local County Farm 
Rationing Committee. 


farmer signs a_ statement 


cot ered 


be 
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Exceptions 
Under PR-19 the dealer can 
use the farmers’ certificate to 


get priority on orders for farm 
suupplies up to 75 per cent of 
the dollar amount of his sales. 
He need not use the certificates 
to get the same kind of supplies 
as those-he has sold, but can use 
them to get any of the farm sup- 
plies covered by the regulation 
excepting the following steel mill 
or wire mill products: bale ties, 
cable, corrugated roofing, fencing, 
nails, poultry netting, poultry 
flooring, pipe, staples and wire. 
These cannot be purchased by 
dealers using farmers’ certificates 
since they are covered by Order 
M-21-b-2. 

In line with the provisions of 
Priorities Regulation No. 1 the 
farmer, whose credit standing is 
not good, need not be sold the 
merchandise except on a cash 
basis. 

All the dealer does to get a 
priority rating is to certify to his 
supplier that the dollar amount 
of his order for the listed goods 
is not more than 75 per cent of 
the dollar amount of farm sup- 
plies he has sold under the regu- 
lation. To get the priority the 
dealer signs the following state- 
the order 
places with his sup- 


ment on purchase 
which he 
plier: 

“I certify, subject to criminal 
penalties for misrepresentation, 
that the dollar amount of this 
order is not more than 75 per 
cent of the sales price of farm 
supplies which I have sold under 
Priorities Regulation No. 19 
against farmers’ certificates now 
in my possession, and that I have 
not used the same certificates as 
the basis for getting a priority 
on any other order.” 








Up to July 1, 1943, a dealer 
who expects to receive farmers’ 
certificates but has not yet re- 
ceived enough of them to place 
an order with his supplier, may 
get priority on farm supplies on 
the list in an amount which will 
bring his inventory up to a nor- 
mal one month’s supply by sign- 
ing the following written state- 
ment on his purchase order to 
his supplier: 

“I certify, subject to criminal 
penalties for misrepresentation, 
that I expect to sell the goods 
covered by this order as farm 
supplies under Priorities Regula- 
tion No. 19. The receipt of these 
goods, together with others on 
hand or on order, will not give 
me more than a one month’s 
supply.” 

Orders placed by dealers bear- 
ing either of the above dealer 
certifications are rated AA-5. 
PR-19 became effective as June 
7, 1943, and does not apply to 
purchases and sales made before 
that date. Under terms of this 
order dealers must keep for at 
least two years all farmers’ cer- 
tificates he When he 
uses a certificate as a basis for 


receives. 


a priority he must mark that cer- 
tificate to show which of his own 
orders he has used it for. 

This the 
following farm supplies and does 
not include second hand items: 

Items marked * in the follow- 
ing list cannot be purchased by 


regulation covers 


dealers using farmers’ certificates 
since these items are covered by 
Order M-21-b-2: 

Auger bits. 

Axes. 

*Bale ties. 

Barbed wire. 

Baskets. 





Batteries for the following pur- 
poses: Flashlights, Radios, Fen- 
ces, Telephones, Ignition. 

Belt fasteners, metal. 

Bit braces. 

Blacksmith’s pincers. 

Blacksmith’s hoof knives. 

Blow torches. 

Blowers and forges. 

Bolts and nuts. 

Boxes. 

Brooder thermometers. 

Brushes for motor repair. 

Bull rings. 

Burlap bags. 

*BX or non-metallic sheath 
cable up to 75 ft. in length. 

Calf weaners. 

Cans, 5-gal. kerosene and gaso- 
line. 

Chains of the following kinds: 
Halter and cow tie chains, Tie 
out chains, Harness chains, Log 
chains, Tractor tire chains, Weld- 
ed coil under % in., Repair 
links. 

Clevises and swivels. 

Cold chisels, standard. 

Copper wire, insulated up to 
75 ft. in length but not for house- 
hold use. 

Crates. 

Curry combs. 

*Drawn wire. 

Drills of the following kinds: 

Breast drills, Hand drills, Post 


drills, Carbon steel blacksmith 
drills, Carbon steel bit stock 
drills, Carbon steel straight 


shank drills. 
Eave troughs and conductors. 
Egg cases. 
Feed troughs. 
*Fencing. 
Files. 
Food choppers. 
Forks, agricultural. 
Grain scoops. 
Grease fittings and oil-cups. 
Grease guns, hand operated. 
including hose and adapter. 
Grind stones, mounted. 
Grinders for sharpening tools. 
Hacksaw blades. 
Hacksaw frames. 
Hames. 
Hammers. 
Hampers. 
Hand cultivators. 
Hand sprayers. 
Handles for small tools. 
Handles for steel goods 
Harness, leather. 
Harness, hardware. 
Hoes. 
Hog rings. 
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AFFECTING HARDWARE 
' AND ALLIED LINES 








Hoof rasps. 
Hoof snippers. 
Horsecollars. 
Horseshoe naiis and calks. 
Horseshoes. 
Horseshoe tongs. 
Husking pins and hooks. 
Jacks for farm tractors. 
Knives of the 
Butcher knives, 
Grafting knives. 
Hoof knives, 
Lanterns. 
Mattocks. 
Mauls. 
Meat choppers. 
Milk pails. 
Milk strainers. 
Motors, fractional under 1 hp. 
Motor starters under 1 hp. 
Mule 
*Nails. 
Oilers. 
Padlocks. 
Pails, galvanized. 
Picks. 
*Pipe of the 
Standard _ black 
merchant pipe, 
under, Well casing. 
Pipe fittings. 
Fence pliers, Slip joint pliers. 
Plow bolts. 
Plow shares. 
Post hole diggers. 
Potato forks. 
Potato hooks. 
*Poultry flooring. 
Poultry hardware. 
*Poultry netting. 
Pump cylinders. 
Pump rods and couplings. 


Corn knives, 


Hay 


Stockmen’s knives. 


she eS, 


following kinds: 
or galvanized 
3% in. O.D. or 


Punches of the following 
kinds: Machine punches, Pin 
punches. 

Rakes, hand. 

Ridge roll. 


Rivets and burrs. 
*Roofing, corrugated. 

Rope (1 in. and under). 
Safety switches. 

Saws and saw blades. 
Screw drivers. 

Shovels. 

* Staples. 

Stock watering tanks. 
Tackle blocks, wood. 

Tin snips. 

Tire gages, low pressure. 
Tire pumps, hand operated. 
Tubs, galvanized. 

Valley tin. 

Valves. 

Vises. 

Wagon hardware. 

Wagon wood stock. 
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following kinds: | 


Wedges. 

Welding 

Well points. 

Wheelbarrows. 

Wire 

Wiring fittings. 

Wrenches. 

General Preference Order 
M-330 provides for the issuance 
by WPB of directives to manu- 


rods and electrodes. 


screen, 


knives, facturers and wholesale distribu- 


tors to make certain listed farm 
supplies available. This will be 
accomplished by directing man- 


| ufacturers or wholesale distribu- 





tors to produce, schedule, segre- 
gate, earmark or deliver listed 
farm supplies for sale at retail 
for farm use. 


L-123 Amendments 


The War Production Board, 
on June 7, amended General 
Limitation Order L-123 to permit 
farmers to obtain some items of 
general industrial equipment fre- 
quently used on farms without 
furnishing A-l-c priority ratings, 
required by others. The simple 
procedure provided for in Pri- 
orities Regulation 19 may be 
used by the farmer in purchas- 
ing certain listed items in List A 


Amended Order L- 


attached to 


123. Of interest to some hard- 
ware dealers, in that list, are 
mechanically operated vacuum 
pumps of certain types; safety 
switches; single and double 


throw knife switches and electric 
motors, rated less than one horse- 
power. 

DEPOSIT CHARGE ON 
ANTI-FREEZE CONTAINER 


\ container deposit may be 
charged when anti-freeze is sold 
on a container-returnable basis 
the Office of Price Administra- 
tion announced June 14. 


Original provisions of Maxi- 
mum Price Regulation No. 170 
(Anti- Freeze) stipulated that 


when anti-freeze sales were made 
on container-returnable basis the 
seller could require a reasonable 
deposit which had to be refund- 
ed to the buyer on the return 
of the containers in good condi- 
tion within a reasonable period 
of time. Through an inadvertence 
in preparing the recent amend- 
ment (No. 4) to the regulation, 
the provision for this deposit was 
omitted and this action was 
taken to reinstate the provision. 


WPB 547 Replaces PD-1X 
_ —Order L-63 Also Altered 


entire business. 


Until announcement to the con- 
trary, is made by the War Pro- 
duction Board, however, the 
present PD-1X form may con- 
tinue to be used. In its new 
form this application is of stand- 
ard typewriter carriage width, 
thus permitting easier handling 
of it in the applicant’s office. 
Some additional data is required 
in the new form. In the next 
issue of Harpware Ace will be 
published complete details on the 
use of the new WPB-547. 


The keynote of WPB-547 
(former PD-1X) is that it has 
been streamlined. The new form 
folds to form an 8%x11 in. 


letter size folder, which will fit 
standard files and envelopes. The 
area of the new form will be 
the same as that of the present 
PD-1X form. 

In the wording of the certifi- 
cation, under the new form all 
reference to L-63 has been re- 
moved. The new form WPB 
clearly sets forth that WPB-547 
may not be served on distributors 
except for shipment directly 
from producers. Distributors are 
defined so as to exclude brokers 
who carry no stock. 

The definition of supplies has 
been changed in Order L-63 to 
include various types of supplies 
even though such supplies may 
be consumers’ goods within the 
terms as used in Order L-219. 
The test for any distributor in 
determining whether he comes 
under L-219 or L-63 is to test 
his business under each order 
separately. If more than 50 per 





cent of his business is under 


brokers who carry no stock. 





New forms designed to prevent pyramiding of 
inventories is in streamlined form. 
form may be used until further notice. 
calls for current sales and inventory pictures for 
Distributors’ definition excludes 


Present PD-1X 


New form 


L-63 definition of 


“supplies” changed—now includes some consuni- 

ers goods. Must have minimum total inven- 

tory of $35,000 to come under Order L-63. 

The Distributor’s Application | either order he is governed by 
for Preference Ratings—Form | that one unless he chooses to 
PD-1X—has been replaced by a} work either order by different 
new one known as WPB-547. | departments. 


The maximum permissible in- 
ventory has been changed to 
three times (excepting for cer- 


tain states where the figure is 
four times) the sales of the sec- 


ond preceding month instead of 
twice (three times in certain 
certain states.) The states for 
which the higher permissible in 
ventory is permitted are: Arizona, 
California, Colorado, Idaho, Mon- 
tana, Nevada, New Mexico, Ore 
Utah, Washington, Wyom 
ing, North Dakota, South Da 
kota, Nebraska, Kansas, Okla- 
homa and Texas. 

Another change in Order L-63 
provisions is that the minimum 
inventory which distributors shall 
have determine whether 
not they come under the order 
is a total inventory of $35,000 
or more. The order, in its previ- 
ous form provided for a mini- 
mum total ipventory of $20,000, 
or of $10,000 for any one type 
of supplies, covered by the 
order. 


gon, 


to or 


STEEL FOR TRANSMISSION 
GUARD, HOUSING USE 


Steel may be used in the 
manufacture of guards or hous- 
ings on mechanical power trans- 
mission drives under an amended 
Limitation Order L-193, issued 
June 11 by the War Production 
Board. 

The original order (Schedule 
A) prohibited any use of steel 
in the manufacture of guards 
or housings used only for pro- 


tection. 
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Channel Additional Products 


Wipe out virtually all outstanding 
preference ratings covering certain 
products of the leather, textile and 
clothing industries into essential uses. 


In a move designed to channel 
products of the leather, textile 
and clothing industries into 
essential until those re- 
quirements are met, the War 
Production Board on June 1 
wiped out virtually all outstand- 
ing preference ratings covering 
such articles, as are listed below. 

No rating assigned by any 
“L.” “M,” “P,” or other order, 
or by any regulation (such as 
CMP-5 or CMP-5A) shall be 
valid for any item on this list, 
unless: 

(1) The rating has been as- 
signed by a preference rating 
form issued by the WPB to a 
named applicant, and the form 
specifically describes the item 


uses 


and specifies the quantity, de- 
scription and type authorized; 
or unless 

(2) The person applying or 
extending the rating is entitled 


to do so to obtain the item for | 


the Army or Navy, the Maritime 
Commission or War Shipping 
Administration; or unless 

(3) The rating has been as- 
signed by or pursuant to the 
particular order specified after 
the item on the list which follows: 

1. Animal bristles and hair 
and products made primarily 
therefrom. 

2. Closures, apparel, P-131. 

- 3. Clothing, footwear, hats, 


gloves and all other apparel, if | 


made in whole or in part of 


leather or textile yarn, staple 


| fiber or specifically designed and | 
| used to furnish protection against | 


For Essential Use Only 


specific occupational hazards. 

4. Combinations of cotton, 
wool or synthetic yarn, or felted, 
knitted or braided fabrics. M- 
73; M-148; M-166; M-298; P- 
131. 


5. Cotton yarn or cotton woven, | 


knitted, or braided fabric. L- 
282; M-107; M-134; M-148; 
M-166; M-207; M-218; M-298; 
P-116; P-131. 

6. Dyestuffs. 

7. Eyelets, metal, P-131. 

8. Findings, shoe. 

9. Hides, skins, 
and products made 
therefrom, excepting transmis- 
sion belting, hydraulic packing, 
mechanical and textile leather. 

10. Sponges. 

11. Synthetic 


furs, leather 


yarn or syn- 


thetic woven, knitted or braided | 


fabric. M-148; M-166; P-131. 
12. Tacks, cut steel. 


13. Textile or cordage fibers | 


(animal or vegetable) and prod- 
ucts made primarily therefrom. 
M-85. 

14. Wool, wool yarn or wool 
woven, knitted, felted or braided 
fabric. M-73; M-148; P-131. 








New Ice Box Price Schedules in MPR 399 


Given for Each Model and for All States 


The Office of Price Adminis- 


tration on June 2, established 
specific retail 
ceilings on new ice 
spelled out model-by-model and 
state-by-state. 


sale ceilings were established at 
60 per cent of retail base prices, 
plus the difference between them 
and the individual retail ceilings 
for each state, representing 
freight. 


Three sets of retail ceilings | 


are provided. They are: 

1. Sales by ice companies and 
by retail establishments 
trolled by ice companies. 
ceilings range from $26.75 to 
$77.50 delivered. 

2. Mail order sales by mail 
order houses except through 
their own retail 
ceilings, which are for their own 


con- 


stores. 


models, are not given separately | 
for each state, being f.o.b. ship- | 


ping point, the same as mail 


from $18.95 to $59.95. 

3. All other sales at retail, in- 
cluding sales by a retail store of 
a mail order house or a private 
brand seller. The eeilings range 
from $30.75 to $88.75 delivered. 

The retail mark-ups in gen- 
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dollars-and-cents | 
boxes, | 


| house is located. 


The | 


| may be added by any seller if in | 


These | 


eral continue March, 1942, pre- 
vailing practices. 

Wholesalers do not have 
spelled-out ceilings in the regu- 


| lation but work out their own 
; '‘ maximum prices by taking 60 
At the same time new whole- | 


per cent of the retail base price 
as given for each model in Table 
C in a special column alongside 
the state-by-state ceilings for re- 


| tailers, and then adding the dif- 
ference between the retail base | 
| price and the maximum price 
for the state in which their ware- | 


The wholesale | 


ceilings are f.o.b. warehouse. 
Charges for extension of credit 


March, 1942, he made a separate 


| charge for this service and sepa- 
rately stated it to the purchaser; | 
| that the amount charged does | 
not exceed what he charged in | 
March, 1942, on the same sales, | 


that the charge is 
and billed 


and 
quoted 


now 


hibited. 

On all sales a tag must be at- 
tached to the ice box giving 
make and model, rated ice ca- 
pacity, ceiling price and selling 
price. The tag must not be re- 
moved before delivery of the ice 
box to the user. 


separately. | 
: : | Forced credit services are pro- | 
order houses quote their prices | 


in their catalogues. They range | 


WPB has authorized produc- | 
tion of 350,000 new ice boxes in | 


the first two quarters of 1943 for 
general civilian purchase and 
use. It is anticipated that au- 


thority will be issued for a grand | 


total of 600,000 authorized pro- 
duced in 1943 for civilian pur- 
chase through the usual chan- 

nels. WPB 1943 _ production 
| authorizations given for the first 
two quarters and planned for the 
remaining two quarters also call 
for production of additional 300,- 
000 units, of which 280,000 will 
be reserved for the War Housing 
Agency, and the balance of 20,- 
000 for Army, Navy, Lend-Lease 
and the Board of 
Warfare. 


Economic 


duced in 1943 under these WPB 


| allocations are on the market 


and hitherto like other new ice 
boxes have previously been sub- 


ject to price ceilings at whole- | 


sale and retail under the General 
Maximum Price 
which stipulates March, 


be observed. 


| 
| 





DEFENSE PLANT GUARDS 
AMMUNITION QUOTAS 
In an article, “Small Arms Am. 


| munition Quotas For Authorized 


Users Changed” as published in 
the May 27, 1943 issue of Harp. 
ware Ace the quotas for De. 
fense Plant Guards were omitted 
due to a typographical error. The 
quarterly basis quota for each 
defense plant guard employed on 
full time basis by a defense plan 
operator, providing the guard is 
employed on a full time basis 
and his ammunition is furnished 
by his employer is the same as 
that for full time law enforce- 


: ler | ment agency officers. 
primarily | 


Under terms of Order L-286 


the quarterly quota for defense 


plant guards is: 


20 rounds of pistol ammuni- 
tion, except .22 caliber but not 
more than 10 rounds of .38 cali- 
ber special service, and not more 


| than 10 rounds of .38 caliber 


midrange. 

100 rounds of 
primers. 

100 rounds of rifle ammunition, 
except .22 caliber. 

200 rounds of .22 caliber long 
rifle cartridges. 

25 shot gun 
gauge. 


caliber 


38 


shells of any 


EXEMPT WALLPAPER 
PASTE FROM PRICE 
CONTROL 


Wallpaper paste is exempt 
from price control under the 
General Maximum Price Regula- 
tion, or any other Office of Price 
Administration regulation, OPA 
said on June 4. 

At the same time, all dry corn 
milling products not covered by 
MPR 305 or MPR 401 were ex- 
empted in Revised Supplemen- 
tary Regulation 1 under the 
General Maximum Price Regu- 
lation. 

Most corn milling products 
are now subject to Maximum 
Price Regulation 305 or Maxi- 


| mum Price Regulation 401, OPA 


New ice boxes already pro- | said. 


Wallpaper paste is removed 
from price control because of its 
negligible relationship to the 
cost of living. 

Both of these actions are in 
Amendments No. 10, 6, and 3 to 


| Revised Supplementary Regula - 
Regulation, | 
1942, | 
highest prices as the ceilings to | 
| 296 respectively, effective June 10. 


tion No. 1 of the General Maxi- 
mum Price Regulation, Maxi- 
mum Price Regulation 305 and 
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Remincion DEALER LETTER Mi 


Is it too early for post-war planning? 


We believe in taking the long view of things. 


This world turmoil can’t last forever. There 
will come a day when this country will be at 
peace again, and it will be a victorious peace. 


Men by the millions will change from khaki 
to civvies. From the business of war they’ll 
turn again to the business of peace—yes, and 
the pleasures of peace, too. 


Men will go hunting again—those who have 
hunted before and many who have not-—-and, 
after the lean war years, you, as a retailer, will 
want to do at least as much sporting arms and 
ammunition business as you did before—and 
probably a lot more. 


Remington is keeping that time in mind. Rem- 
ington’s national advertising is constantly cre- 
ating and keeping alive a keen popular interest 
in shooting for sport. And, even though Rem- 
ington is 100% engaged, in war work for the 
duration, we’re keeping the name “Remington” 
synonymous in people’s minds with finest sport- 
ing arms and ammunition. 


We’re creating and maintaining a post-war 
market for you—and insuring an even greater 
acceptance of Remington products than ever 
before! 


As manufacturers, we are taking the proper 
action now to see that shooters want and expect 


oe "ight to walk in peace... 


Remington advertisements like this are reaching 
millions of sportsmen regularly. 


to find Remington arms and ammunition in 
your store after the war is won. 


Perhaps it would be a good idea for you as 
a dealer to give some thoyght to post-war plan- 
ning from your viewpoint. Remington Arms 
Company, Inc., Bridgeport, Conn. 





jo 12 a 
idelines.. 





Heard about that movie star 
who was so vain he even had 
the X-rays of his teeth re- 
touched before he’d let his den- 
tist see ’em? 

* * * 
There are still some of the fa- 


mous Mallard Duck scene pic- 
tures available free. In full 


color, 17” x 14”, with 2-inch 
white border. Write Advertis- 
ing Section, Remington Arms 
Co., Inc., Bridgeport, Conn. 


* * * 


It’s a good idea to remind cus- 
tomers to wipe off guns with 
an oily rag occasionally—then 
sell ’em some Remington Oil! 
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“1 want a new sponge—this one is 
full of holes.” 








MPR No. 188 on Tools 
Chains, Etc. Directed 
Only to Manufacturers 


As stated in the May 27 issue 
of Harpware Ace: “Maximum 
prices of certain hand tools and 
when sold by manufac- 
turers to the United States and 
Allied Governments in orders of 
$100 or more must not be higher 
than the ceilings established for 


chain 


sales to distributors the Office 
of Price Administration said 
May 11.” 


As the result of many inquiries 


directed to the Hardware and 
Mill Supplies Unit, Consumer 
Durable Goods Branch, OPA, 


Philip N. Russell, acting head 
of that unit, has issued a clarifi- 
cation statement on the subject 
of this regulation and on order 
No. 342 of MPR No. 188. In 
part Mr. Russell stated: 
“Maximum Price Regulation 
No. 188, and therefore Order 
No. 342, is directed to manufac- 
turers alone. 
the United 
is a relatively 


During peace-time 
States Government 
buyer of 


hand tools and it was customary 


small 


for many producers to consider 
government agencies in the same 
category with industrial consum- 
ers in establishing for 
them. Today, the 
United States Government is the 
largest buyer of hand tools that 
the industry has ever seen. .. . 
Most tool 
have recognized this new posi- 
tion of the United States 
ernment and are quoting prices 


prices 
how ever, 


hand manufacturers 


Gov- 


which are as low as_ prices 
quoted to any purchaser. There 
are some manufacturers of hand 
however, who have 
their peace-time policy 
the United States 
prices which are 
than those quoted to 
other large buyers. Order No. 
342 therefore directs all manu- 
facturers of the specified hand 
tools that when they quote the 
United States Government they 
must quote on a basis as favor- 
able as that quoted to distribu- 
tors, 

“This office has never at- 
tempted to direct any seller to 
sell to a particular class of pur- 
chaser, realizing that this is not 
its privilege. It is, therefore, 
not mandatory for a manufac- 
turer to quote the United States 
Government under Order No. 
342, but when he does do so, he 


tools, con- 
tinued 
of quoting 
Government 


higher 


must establish his prices in ac- 
cordance with this order. 

“We do not believe that this 
order will in any way alter the 
present procurement practices of 
government agencies, for, prior 
to the issuance of this order, 
procurement agencies have 
bought a given hand tool from 
manufacturers at one price and 
from distributors at a higher 
price, being willing to pay the 
higher price to the distributor 
for the service facilities which 
the latter offers him.” 








Earmark Radio Tubes for Civilian Use 
—Ease Radio, Phonograph Transfer Rules 


To insure that radio tubes 
made for home sets reach radio 
repairmen and home set owners, 


the War Production Board on 
June 5 amended Limitation 
Order L-265. WPB cautioned 


that current production of civil- 
ian tubes is low and that re- 
quirements for some types are 
not being met. 


Tubes made from materials 
allocated to civilian production 
have been purchased from time 
to time by the Armed Services 
on rated orders, depleting the 


supply available for home sets. | 
The amendment earmarks civil- | 
ian tubes and removes at least | 


85 per cent of them from the 
scope of preference ratings. 
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Tube manufacturers have been 
requested to stamp Civilian tubes 
“MR” meaning “Maintenance 
and Repair.” The amendment 
prohibits the domestic transfer 
of such tubes on orders by the 
major claimant agencies and 
on orders carrying preference 
ratings. Civilian orders, 


manufacturers on certifications 


that the tubes being purchased 
replace worn out tubes in home 
To round out their stocks, 


sets. 


| of Controlled 


which | 


need no ratings, are filled by | 


manufacturers may exchange 
stamped tubes among themselves 
without restriction. 


automatic phonographs. It is no 
longer necessary, in selling an 
automobile, to remove the radio 


Restrictions are removed on | or to get a special WPB author. 


the transfer at 


the consumer | 
level of automobile radios and | 


ization to make the _ transfer 


without such removal. 








No Down Rating on MRO Supplies Orders 
Placed Prior to May 16 Under CMP No. 5 


No down rating of main- 
tenance, repair and operating 
orders is required, if such orders 
were placed prior to May 16, 
1943, where an industry was re- 
classified to a lower rating by 
the amendment of CMP Regula- 
tion No. 5 on May 14, the War 
Production Board announced 
today. This provision is con- 
tained in Direction No. 3 to CMP 
Regulation No. 5. 


The fegulation assigns a 


blanket preference rating of 
AA-1 to MRO orders for ac- 
tivities listed on Schedule I; a 


rating of AA-2 to those listed 
on Schedule Il; and an AA-5 


rating to any business not listed. 

A business previously listed on 
Schedule I and shifted by the 
May 14 amendment to Schedule 
[I must use the AA-2 rating, and 
if eliminated from either sched- 


ule, must use the AA-5 rating, 


, on orders placed after May 16. 








M-21 (Iron and Steel Products) Amendments 
Made to Permit CMP Operations July 1 


The basic order covering the 
distribution of steel and iron 
products, M-21, was amended 
June 9 by the War Production 
Board to take care of changes 
made necessary by full operation 
of the Controlled Materials Plan 
beginning on July 1. 

The primary change effected 
by the amended M-21 is the 
elimination of the preference 
rating system as such for de- 
liveries of steel. At the present 
time (and until July 1, when 
the new order becomes effective), 
steel deliveries are permitted on 


a preference rating of A-10 or 
higher. 
Under the amended order, 


steel products may be delivered 
only on authorized controlled 
material orders; as permitted by 
Priorities Regulation No. 13; by 
CMP Regulation No. 4 (Sales 
Materials by 
warehouses and _ distributors) ; 
by Orders M-21-b-] and M-21-b-2 
(distributors) ; or as specifically 
directed by WPB. 

This applies to all steel prod- 
ucts except for iron products 
and steel forgings, which are not 
included as steel products in 


CMP regulation definitions. Iron | 


products and steel forgings may 
still be delivered on an A-10 or 
higher rating; as permitted by 


Priorities Regulation No. 13; | 
and on orders authorized by 
WPB. 





| ministration ceiling prices 


The amended M-21 order also 
makes it clear that 
quality material and sheering of 
all types are subject to the same 
control as prime material. In 
this connection, Interpretation 
No. 1 of M-21 as amended today 
points out that the terms “steel” 
and “iron products” do not in- 
clude used material or stéel 
which has been recovered or ¢al- 
vaged from used material. 

For example, shearings 
erated by a steel mill or crop- 
pings generated at a shipyard 
are covered by the order. If sold 
as scrap at Office of Price Ad- 


how- 


second 


gen- 
gen 


ever, such material may be dis- 
posed of free of the restrictions 
of the order. The restrictions 
also do not cover used material 
such as line pipe which has been 
in use by an oil company for 
a period of time, or structural 
steel salvaged from a demolished 
building. 

The amended M-21 
changes the method of identify- 
ing purchase orders to terms of 
CMP Claimant Agencies from 
the former system of group 
classifications. 

Attention is called to the fact 
that while M-21 is the basic 
steel distribution order, addi- 
tional rules covering steel dis- 
tributions, as well as production 
and use, are incorporated in 
other WPB orders and regula- 
tions, particularly CMP Regula- 
tions and other orders in the 
M-21 series. These must be com- 
plied with, except to the extent 
that their provisions are incon- 
sistent with M-21. 


also 
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Imagine putting your roast in the oven as you sit 


down to dinner . . . and finding it ready to serve 
by the time you've finished your soup! Yet 
scientists predict that such speed . .. and economy 
... and convenience are only a few of the many 
benefits electronic cooking can bring to post-war 
homes. 

Because this method generates heat from the 
inside at the same rate as from the outside, food 
can be cooked through with no danger of burn- 
ing, no wasteful shrinkage, no loss of valuable 
juices. Weight and thickness make no difference, 








ELECTRONIC COOKING 
will do in minutes 
what now takes hours 





either . . . 100 Ibs. can be cooked as fast as 1 Ib. 
Instead of burned hands from hot utensils, 
electronic cooking concentrates the heat in the 
food being cooked—the utensil remains com- 
paratively cool. 

Delco Appliance salutes the scientists whose 
electronic. applications promise so much for 
future home life. Our own use of electronics is 
now confined to war production, because “Vic- 
tory Is Our Business”. . . but with peace, it will 
help us build new and finer Delco Appliances 


that you can sell to every home owner. 


Delco Appliances include Automatic Delco-Heat (oil-coal-gas), Delco 
Water Systems, Delco-Light Power Plants and Delco-Light Batteries. 


DELCO APPLIANCE 


ROCHESTER, N. Y. 
DIVISION of GENERAL MOTORS 


JUNE 24, 1943 





DURING 
WAR OR PEACE 
DELCO 


APPLIANCES 
"DO THE JOB 
BETTER” 














































Limit Sizes of Wrenches, 
Pliers, Nippers to Be Made 


enumerates sizes which may be 
produced for each type, allow- 
ing the manufacturer to decide 
which he will produce. There are 
restrictions on the sizes which 
producers or distributors may 
keep in inventory. 

The term “set” covers ‘any 
grouping of wrenches for sale as 
a unit. Sets may not be made 
for the producer’s inventory or 
acquired for inventory by the 


Production of wrenches, pliers‘ 
and nippers was simplified by 
the addition of Schedules II and 
IIIf to Limitation Order L-216, 
the War Production Board an- 
nounced recently. Reduction in 
the number of sizes, curtailed 
use of alloy steel and other 
changes are expected to raise | 
production of these tools 10 to 
15 per cent. 

Use of alloy steel is prohibited | 


generaliy, but allowed or speci- | dealer. 
fied, for certain types. There are| The order stipulates that a 
limitations on finishes. The order | trade name branded on a 


wrench, pliers or nippers does 
not earmark the tool for a par- 
ticular buyer, where reserving 
the tool would delay delivery to 
customers entitled to preference. 


lists types of wrenches, pliers 
and nippers. which may not be 
made in more than one style, 
grade or set of dimensions, sub- 
ject to specified exceptions. It 








Eligible Used Oil Stove Purchasers 
May Now Obtain Fuel Oil Rations 


The change permitting used 
stove buyers to receive fuel oil 
rations is being made, OPA 
pointed out, because it is desir- 
able for persons who need space 


If a person entitled to buy a 
new oil stove acquires instead a 
used stove he nevertheless is eli- | 
gible for a fuel ration under the | 


terms of an amendment to the 


Fuel Oil Rationing Regulations, | heaters to get used heaters if 
the Office of Price Administra-| possible. This conserves the 
tion announced June 4. available supply of new heaters 

Fuel oil rations for use in oil | for those who cannot obtain 


stoves acquired after Dec. 19,| second-hand stoves. 
1942 (or March 15, 1943, in 


Washington and Oregon) have | 


been denied ss * ; 
denied unless the heaters | heater must show that the heater 


were acquired under stove ra- | in eeetiieall - laci ld 
° eae i. - s needed or is replac 

tioning provisions. Since only | — s 
one. 


new stoves have been rationed, | 

buyers of used or second-hand| This action was taken in 
stoves have previously been in- | Amendment 66 to Ration Order 
eligible for fuel oil allotments. 1, effective June 10. 


Applicants seeking a ration of 
oil for a newly acquired used 








Alter Direction 11, CMP Reg. No. 1 


Requirements on Steel Deliveries 


the order until further instruc- 
tions were received from WPB. 

Since April was the first 
month of operations under 
CMP, a substantial number of 
April orders have been carried 
over beyond the end of May. If 
a report of all such orders and 
a suspension of production pend- 
ing WPB advice were required, 
deliveries would have been un- 


Steel producers who have ac- 
cepted authorized controlled ma- 
terial orders for April delivery 
and who were not able to make 
delivery either in April or in 
May have been instructed to fill 
such orders as soon as possible. 

This instruction (Direction 


No. 11 to CMP Reg. No. 1) 


alters the original provisions of 


the regulation which required 
that shipments of authorized necessarily hindered. 
controlled material orders be Attention was called to the 


made in the month requested or 
in the following month. Produc- 
ers were originally instructed to 
notify WPB if the shipment 
could not be made within this 
period of time, and to hold up 
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fact, however, that such orders 
for April delivery which are still 
unshipped at the end of June | 
must be reported in accordance | 
with the provisions of paragraph | 
(t) (5) of CMP Reg. No. 1, and | 
that the reporting provisions of | 
that paragraph mw complied | 
with for all orders scheduled for 
shipment in May and later. 





CLARIFY STATUS OF 
COFFEE URN IN 
COMMERCIAL COOKING 


(Washington Bureau 
of HARDWARE AGE) 


In order to clarify the status 
of the coffee urn in commercial 
cooking and food and plate | 
warming equipment, WPB has 
amended subparagraph (a) (1) 
of Section 3036.1 of Order L-182 
as follows: “‘commercia! cook- 
ing and food and plate warming 
equipment’ means equipment 
(except equipment specially de- 
signed to use electricity as the 
heating agent) designed for the 
heating of kitchen utensils or 
plates, or for the cooking or 
baking of food for consumption 
or sale on the premises in which 
the equipment is located.” 





COAL BRIQUETTE FIRMS 
MAY ADVANCE CEILINGS 


Producers of briquettes or 
packaged coal made from an- 
thracite may add to their maxi- 
mum prices an amount not ex- 
ceeding 50 cents per ton to cover 
increased coal costs, the Office of 


| Price Administration said May 


25. 

On briquettes or packaged 
coal made from a mixture of 
anthracite and bituminous coal, 


| an amount may also be added to 
| ceilings to cover the same in- 


creased costs. A formula is 
provided as a basis for determin- 
ing the limitation on the _in- 
creases. 

The 50-cent limit imposed 
May 25 on anthracite briquettes 
and packaged coal represents the 
maximum price increase for an- 
thracite yard screenings used in 
the manufacture of briquettes. 

This amendment also provided 
that where the maximum price 
of a producer of miscellaneous 
solid fuels is higher than the 
maximum price of a distributor 
of the same fuels, the distributor 
may take the maximum price of 
the producer. 








To Simplify Identification of 
War Prodaction Board Forms 


A simplified system of identi- 
fying War Production Board 
forms is being put into effect as 
present stocks are exhausted and 
reprinting becomes necessary, 
officials of the War Production 
Board said recently. 

All forms in the WPB, PD, 
UF and RD series and many in 
the CMP series which must be 
filled out and returned to WPB 
by manufacturers and others will 
eventually bear only the initials 
WPB, followed by new serial 
numbers. 

Letters of instruction will be 
identified by the designation 
WPBI and assigned serial num- 
bers. 

All authorization, allocation 
and other form stationery used 
by industry divisions and field 
offices will carry the prefix GA 
(General Administrative), pro- 
vided it does not seek informa- 
tion from industry. 

Letters and booklets of gen- 
eral information not having to do 
with the administration of any 








particular order or regulation 
will continue to be identified by 
the initials INFL. 

Each form, as it is renum- 
bered, will carry both old and 
new designations until users be- 
come familiar with the new 
identification. 

Excepted from the change are 
CMP and CMPL forms, which 
will continue to be identified as 
formerly. These forms are used 
by claimant agencies and could 
not, therefore, correctly be in- 
cluded under one of the WPB 
designations. 

It is expected that several 
months will elapse before all 
forms will bear the new nun- 
bers. In the meantime, however, 
“Priorities,” the monthly index 
of WPB orders and forms, will 
list under their old designations 
all existing forms until reprinted 
or reissued with the new num- 
bers. In listing the renumbered 
forms the previous identification 
also will be shown. A _ conver- 
sion table showing more than 600 
new numbers already assigned to 
old forms will appear in the June 
issue, available June 7. “Priori- 
ties” is available at $2.00 per 
year from Superintendent of 
Documents, United States Gov- 
ernment Printing Office. 
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Order from your nearby Perfection District Warehouse Today! / 


PERFECTION STOVE COMPANY 


In Peacetime, THE WORLD'S LARGEST MANUFACTURER OF OIL-BURNING EQUIPMENT FOR THE HOME 
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Allocate More Materials for Making 
Additional Pressure Cookers 


Announcing that the War 
Production Board has begun al- 
locating materials for the pro- 
duction of another 125,000 pres- 
sure cookers of types suitable 
for home canning, the Consum- 
Durable Good Division re- 
cently said that total production 
of these utensils during 1943— 
about 275,000—would exceed the 
output of any previous year. At 
the same time the Department of 
Agriculture, which has set up 
the distribution machinery for 
the pressure cookers, explained 
details on how the cookers will 
reach most needful consumers 
and at the same time assure 
greatest extent of use. 


’ 
eTts 


The projected production of 
125,000 is in addition to the 
150,000, production of which 


was begun two months ago fol- 
lowing about three months of 
completely curtailed production. 


On the basis of reports from 
manufacturers, approximately 
31,000 of the 150,000 were dis- 
tributed to retailers by June 1. 
Thus, by Aug. 1, a total of 145,- 
000 will be ready. The remain- 
der and the additional 125,000, 
it is proposed, should be com- 
| pleted before the fall canning 
seasons. Of the 
about 20,000 will be of 14-quart 
capacity; the others of the 7- 
quart size. 

\ 
quired of the 
buying. Each certificate is issued 
on the basis of probable output 
of canned food from the cooker. 
Those persons who form groups 
that can assure a large volume 
of home canning from pressure 


cookers will be given first pref- | 


erence. 
Rationing 
delegated 


state 
USDA 


each 
County 


in 
bo 





total 275,000, | 


purchase certificate is re- | 
consumer when | 


is | 


(U. S. Department of Agricul- 
ture) War Boards, which, in 
turn, operate County Farm Ra- 
| tioning Committees. Applica- 
| tions to purchase pressure cook- 
‘ers should be filed with the 
| Committees wherever possible. 
In cities where County Farm 
Rationing Committees do not 
exist, the rationing is being han- 
| dled by sub-committees ap- 
| pointed by the County USDA 
| War Board. Urban applicants 
may file with these sub-commit- 
| tees, rural applicants with their 
county Farm Rationing Commit- 
| tees. In either case, the hard- 
| ware dealer, department store, 
| or other retail outlet where the 
cookers are sold, can inform the 
applicant specifically where to 
file. 

If the Committee finds the ap- 
plicant eligible to buy a cooker 
he will be notified. When he has 
assured the Committee in writ- 
| ing that he knows where he can 
purchase a cooker, he will be 
given a purchase certificate. 


| 


| 








Jobbers’ Sales of Bolts, Nuts, Rivets, 
Screws Subject to Gen. Max. Price Reg. 


The General Maximum Price 
Regulation still establishes, in 
general, the maximum prices for 
bolts, nuts, and rivets 
when sold by wholesalers and 
distributors, the Office of Price 
Administration said on June 8. 
Maximum prices under the Gen- 
eral Maximum Price Regulation 
are the highest charged by the 
individual seller on a_ similar 
sale during March, 1942. 

In Recent Price Interpreta- 
tions No. 22, issued by the Office 
of Price Administration on May 
24, it was stated that a whole- 
saler or distributor of bolts, nuts, 
screws and rivets who purchased 
bolts, nuts, and rivets 
from a manufacturer and cus- 
tomarily “a manufac- 


screws 


screws 
received “a 
turer’s discount” was required to 
price his products for resale 
under Maximum Price Regula- 
tion No. 147 (Bolts, Nuts, Screws 
and Rivets). 

The interpretation being 
clarified by the Office of Price 
Administration. When one man- 
ufacturer purchases bolts, nuts, 
screws and rivets from another 
manufacturer, he frequently re- 
ceives a discount known as “a 
manufacturer's exchange  dis- 
count” and is required to price 
the purchased items for resale 
under Maximum Price Regula- 
tion No. 147. In the interpreta- 
tion, this “manufacturer’s ex- 
change discount” was improp- 
erly called “a 
discount.” 


18 


58 


Wholesalers and distributors, 
unless they are also manufac- 
turers, would not in the course 
of general trade receive a “man- 
ufacturer’s exchange discount.” 


The Office of Price Administra- 
tion, therefore, is instructing all 
wholesalers and distributors who 
are not producers to disregard 
the interpretation, and to con- 
tinue to price their bolts, nuts, 
screws and rivets under the 
|General Maximum Price Regu- 
| lation. 








CHANGE DESIGNATIONS 
ON WPB FORMS 


Under General Administrative 
Order 2-101, dated May 19, 1943, 
all data requests carrying certain 
designations will be issued un- 
der the prefix “WPB.” Subject 
to this change in designation 
are all data requests of the fol- 
lowing designations: PD; CMP; 
UF; ASU; RD; SD; SWPC and 
WPB. The purpose of _ this 
designation change—under which 
PD-1X will be succeeded by a 
revised form under the name 
WPB—547— is that it will sim- 
plify filing and stock keeping 
of these forms. 

For some time to come forms 
will bear the new designations 
and the designations by which 
they were formerly known. 


ISSUES CORRECT AMEND.- 

MENT NO. 14 TO RPS 49 

(IRON, STEEL PRODUCTS 
RESALE) 


The Office of Price Adminis- 
tration, on June 7, issued a num- 
ber of corrections, largely on 
typographical errors, in the print- 
ing of Amendment No. 14 to 
Revised Price Schedule No. 49 
(Resale of Iron and Steel Prod- 
ucts). 

The corrections became effec- 
tive April 15, 1943. 








Repair and maintenance of ag- 
ricultural tillage equipment and 
machinery will be facilitated by 
Order L-223 as amended June 5/ 
which permits the use of certain 
low-alloy hard-facing composi- 
tions for such purposes on or- 
ders rated AA-4 or higher. 

Hard-facing materials are al- 
loyed compositions which are 
applied as a coating for the re- 
pair and maintenance of equip- 
ment. The compositions which 
are permitted by the amended 
order for tillage equipment are 
lower in alloy content than those 
normally used, but are expected 
to serve adequately, and at the 
same: urgently 
needed alloy metals for- war re- 


time, conserve 


quirements. 


The amended order also tight- 





manufacturer's | oe 


L-223 Amendments Facilitate Repair, 
Maintenance of Agriculture Tillage 


Equipment, Machinery 


ens control on all uses of hard- 
facing material by restricting 
deliveries to orders rated AA-4 
or higher for maintenance or re- 
pair of specifically mentioned 


end-products. Previously, the 
preference rating requirement 
was AA-5. 

Purchasers must certify to 


their producers as to the end 
use of hard-facing materials by 
means of a simple statement in- 
corporated in purchase orders. 
After June 15, such certification 
must be made by a _ purchaser 
to a distributor, as well as to a 
producer. Distributors have been 
notified report end-use 
their orders to producers 
“re-sales.” 


to on 


as 


The amended order also elim- 
inates the filing of Form 








PD-733, and adds equipment for 

the production of welding elec- 

trodes as a permitted end-use. 
PD-734, which is the produc- 


| ers’ monthly report form, has 


| radio sets are standardized 


been revised, and will be mailed 
to producers in time for filing of 
the May report, due June 15. 


HOME RADIO PARTS 
STANDARDIZED BY WPB 


Several components of home 
by 
Limitation Order L-293, issued 
May 22 by the War Production 
Board. Starting July 1, dry 
electrolytic and _ fixed paper- 


le ; 
| dielectric condensers and power 
| and audio transformers and re- 





actors will be produced under 
standards fixed by the order. 
The production of home radio 
receivers stopped April 23, 1942, 
but parts are still manufactured 
for replacement. Standardiza- 
tion permits the manufacture of 
these parts with a minimum use 
of critical materials. The stand- 
ard parts will carry brand names. 
When standard parts are not 
suitable for particular radio sets, 
the WPB may authorize the man- 
ufacture of components which do 
not meet order specifications. 
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yT—-GEM BLADES-IN THE 10° PACK 


— THE en ‘0 







Count on genuine Gem Blades, in the fast moving 10¢ 
package! Plenty profitable . . . powerfully advertised! 
Gem’s famous “Avoid 5 o’clock Shadow” campaign in 
America’s leading magazines and newspapers reaches 
nearly 4 out of every 5 families . .. plenty of them 
in your home town! Order from your wholesaler! 
Gem Division, American Safety Razor Corporation, 


Brooklyn, N. Y. 


GEM cianes 
































Only Items Still Governed By GMPR 
May be Priced Under Its Terms 


(Washington Bureau 
of HARDWARE AGE) 


Only those commodities which 
are still governed by the Gen- 
eral Maximum Price Regulation 
and are not affected by any 
specific commodity regulation 
may have their prices figured by 
manufacturers according to the 
new methods provided by 
Amendment 54 to GMPR, OPA 
has announced. 

A number of manufacturers 
whose products are controlled by 
specific regulations have misun- 
derstood the precise scope of 
Amendment 54, issued May 29, 
and attempted to price their new 
items under it, OPA said. It 
emphasized that the new types of 
consumers’ durable goods, for ex- 
ample, must continue to be 


“AA-2” Rating Restored Under 





priced under Maximum Price 
Regulation 188. Under the head- 
ing “Instructions,” Amendment 
54 particularly states that it has 
no application to such  mer- 
chandise. 

OPA likewise pointed out that 
new pricing methods allowed by 
the amendment may be used by 
manufacturers only in case their 
articles cannot be priced under 
Section 2 of GMPR. This limits 
use of the new pricing formulas 
to new products which were not 
sold by the manufacturer or his 
competitors during the base 
period of March 1942. The new 
pricing method does not apply 
to manufacturers for whom 
prices or pricing methods already 
have been established by OPA 
Under Section 3 (b) of the 
GMPR. 


Amendment to Priorities Reg. No. 1 


J. A. Krug, Chairman of the 
War Production Board’s Re- 
quirements Committee, said on 
June 9 that in order to avoid 
creation of a new “super” pri- 
ority rating to care for the most 
urgent programs, the rating of 
AA-2 was recently restored by 
amendment of Priority Regula- 
tion No. 1. This change pro- 
vides a bracket between the 
AA-1 and AA-2X bands, and pro- 
vides for increased flexibility in 
the whole structure. The AA-l 
bracket is now reserved for the 
most pressing military produc- 
tion and for certain other essen- 





maintenance of specified produc- 
tion and service facilities. 

WPB officials said that as a 
result of these changes, requests 
for the up-rating of programs 
will be reduced to a minimum, 
once the new rating structure 
is applied. They pointed out 
further that, under the Con- 
Controlled Materials Plan, only 
as much material is allotted as 
is available at the mills, and that 
a manufacturer obtaining an 
allotment number is assured de- 
livery of copper, steel, and 
aluminum, regardless of prefer- 
ence ratings, provided his orders 
are placed with mills within the 


tial needs, such as shipments|time limits specified by CMP 


under Russian Protocol and 








regulations. 





Eliminate Some Records, Reports On 
Tires for Commercial Vehicles 


Llimination of some of the 
inventory reports and _ records 
now required of members of the 
tire trade and commercial ve- 
hicle fleet operators was an- 
nounced June 7 by the Office of 
Price Administration. In addi- 
tion, the frequency of some of 
the other reports that are still 
required will be reduced. 

Purpose of the action is to 
simplify reporting procedures 
and to utilize reports made to 
other Government agencies whose 
records are available to OPA. 

The changes, which are made 
effective June 12 by Amendment 
No. 33 to Ration Order 1A, fol- 
low: 

1. No person who is required 


60 





to file an inventory report of 
tires and tubes with the War 
Production Board will have to 
report the same tires and tubes 
to OPA. This relieves manufac- 
turers of filing inventories of 
company-owned stores, sectional 
warehouses and_ regional 
branches separately with OPA. 
Manufacturers still must keep 
book inventory and stock move- 


ment records for OPA. Since 


these are records they would 





keep anyway in conducting their 
businesses, they entail no extra 
burden. 

2. Dealers are required to re- 
port stocks of tires and tubes to 
OPA quarterly, as before, but 
they are relieved of the previous 
necessity of making a physical 
count of tires monthly. Physical 
counts are now required quar- 
terly. 

3. Records of tire inventories, 
and of rationing certificates ap- 
plied for and received, which 
OPA formerly required operators 
of five or more commercial ve- 
hicles to keep, no longer need 
be maintained. Reports which 
these operators are required to 
submit to the Office of Defense 





Transportation can be used for 
rationing control. 

Besides these changes in re- 
porting requirements, OPA has 
ruled that when a tire supplier 
receives replenishments portions 
of rationing certificates from a 
dealer who has neglected to en- 
dorse them the supplier himself 
may write the dealer’s name and 
address and the date on the cer- 
tificates. This done, he can ship 
the tires ordered. Previously a 
supplier could not accept a cer- 
tificate unless it was endorsed 
by the sender, and the tires 
could not be shipped until the 
certificate was returned to the 
dealer for endorsement and sent 
back to the supplier. 








‘Regularly Established Prices” Under PR-1 
Cannot Be Higher Than Ceiling Prices 


“Regularly established prices,” 
as the term is used in Priorities 
Regulation No. 1, cannot be re- 
garded as higher than the ceil- 
ing prices established by the 
Office of Price Administration, 
according to a ruling announced 
June 3 by the War Production 
Board. 





This interpretation of Regula- 
tion No. 1 means that a manu- 
facturer or other vendor may not 
reject an order bearing a pref- 
erence rating on the ground that 
the price offered is below the 
regularly established price, if the 
purchaser meets the OPA ceil- 
ing. 








Delete Adjustment Provisions From 
Service Regulation, MPR No. 165 


The adjustmet provision in the 
Services Regulation Maximum 
Price Regulation No. 165), which 
permitted applications based 
upon special circumstances to 
be filed by applicants whose 
grounds for relief did not con- 
form to any of the specific ad- 
jpstment provisions of the regula- 
tion, will be deleted, the Office 
of Price Administration an- 
nounced recently. The deleted 
provision is paragraph (c) in 
Section 1499.114. No applicants 
which were filed after May 10, 
1943, will be considered under that 
paragraph. 

OPA explained that paragraph 
(c) was adopted as a temporary 
measure—to give relief in cases 
of hardship until specific adjust- 
ment provisions could be formu- 
lated and adopted. Those specific 
adjustment provisions are now 
embodied in paragraphs (d) and 
(f) of Section 1499.114. 

This action is contained in 
Amendment 22 to Maximum 








Price Regulation No. 165, effec- 
tive May 8, 1943. The same 
amendment also eliminates from 
the headnote of Section 1449.114 
the words “by sellers” inasmuch 
as the right to file an applica- 
tion for adjustment is not limited 
to sellers. The headnote formeriy 
read “Applications for Adjust- 
ment by Sellers.” 


MODIFY RESTRICTIONS ON 
ELEVATOR PARTS SALES 


Restrictions on the sale and 
purchase of maintenance parts 
of elevator equipment are modi- 
fied by Limitation Order L-89 as 
amended by the War Production 
Board. 

The amended order permits an 
inventory of $25 worth of main- 
tenance parts for each elevator 
operated, provided not more than 
$50 worth of such parts per ele- 
vator are purchased in any one 
year. The original order did not 
specifically limit the inventories 
of spare parts; however, it pro- 
vided that repair parts to an 
aggregate value of $500 for each 
elevator might be purchased. 

The definition of dumbwaiters 
is also clarified. 
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RED MITES 
BED BUGS 


ALSO BLUE BUG, FLEAS, 
TICKS, CATTLE LICE, TER- 
MITES, ANTS, ROACHES 
AND SIMILAR PESTS 
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REPRODUCED 
FROM LABEL 
ON TOXITE CAN 


REGISTERED VU, S, PATENT OFFICE , 


Something to Sell When 
the Going Is Tough! 


Nationally advertised—Widely distributed—Satisfied customers in all parts 
of the country as a result of years of successful use in homes and on farms. 


MANY USES 


Kills household and farm pests such as red mites, bed bugs, roaches, 
ants and similar insects. Also outstanding as a disinfectant for poultry 
houses, farm buildings and the like. A good year round selling item. 


ASK YOUR JOBBER OR WRITE 











LAWNDALE is the name of our top grade 


products- a recognized standard of QUALITY CHALK LINE 

for 60 years. CLOTHES LINE 
- NETT WE 

The Lawndale line gives the hardware dealer pone; 

complete coverage of all requirements in lines, MASON LINE 

twines, andcords, plustheacceptance,turnover %4SH coRO 

and profit that goes with an established name. 

Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


CLEVELAND MILL & POWER CoO. 


LAWNDALE, NORTH CAROLINA 




























TODAY...ALMOST EVERY- 
THING 1S “CRITICAL’--- 
ROYAL PRODUCTS, TOO! 





In today’s wartime 
economy, the list of 
“critical” materials 
and products is 
seemingly endless. 
That fact, plus our large production for 
essential industries and the armed forces, 
has naturally reduced our available supply 
of ROYAL Crystal Glass Top Fuses, Fustats, 
Cartridge Fuses, and Wire for the hard- 
ware trade. 


We know, however, that you will ask with 
us: “What's more important — keeping our 
civilian sales volume up, or winning the 
war?” 

If you have high 
priority orders from 
plants that you sup- 
ply, we'll do our level 
best to work with you 
on them. Get in touch 
with us. 





ROYAL WIRE CAN 
“TAKE IT’ —AT HOME 
AND AT WAR. 
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Seeeeers COMPANY, INC. 


95 GRAND AVENUE + PAWTUCKET, R. |. 


| the active management to his | Ridgewood, N. J., 


| The Lee Hardware Co., whole- 
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William C. Embury Dies Suddenly 


William C. Embury of the Em- 
bury Manufacturing Company, 
Warsaw, N. Y., died suddenly of 
a heart attack on June 11. He 
was in his 70th year. He was 
the founder of the company and 
had been chairman of the board 
since his retirement from the 
presidency a few years ago. 

Mr. Embury had been identi- 
fied with the lantern industry 
since 1900 and retained his in- 
terest right up to the end. His 
business was always his chief in- 
terest amounting to almost a | 
hobby and he was possessed of | 
unbounded faith in his fellow | 
men. Coming from Canada at | 
the turn of the century, he or- | 
ganized the Defiance Lantern & | 
Stamping Corp., in Rochester, | 
N. Y., then in 1908 the Embury | 
Manufacturing Company. In | 
1930, he negotiated the purchase | 
of the Defiance business and it 
was at that time he turned over | t€Frs, 





WILLIAM C. EMBURY 


survived by his widow whose 
home is in Warsaw, two daugh- 
Mrs. Philip W. Gage of 
and Mrs. 
three sons, Phil, Fred and Bill.| Henry A. Turner of Alhambra, 


In addition to his sons, he is | Cal. 








NORBERT F. SCHWARTZ 


Norbert #. Schwartz, 65, secre- 
tary and one of the founders of 


| Staples, D. H. Cowden and J. €. 
| Fritchie founded in 1902. He 
traveled for the company in 
southern and western Kansas for 
| many years and in the early 
1920’s retired from the road and 
assumed office duties in Salina. 
He continued, however, to serve 
as the Salina City salesman. Mr. 
Schwartz also acted in the ca- 
pacity of sales manager of the 
company’s sporting goods depart- 
ment. 

Surviving are his widow, Mrs. 
Marie Schwartz, two sons and a 
daughter. 








WILL GARNICH 


Will Garnich, president, of E. 
Garnich & Sons Hardware Co., 
Ashland, Wis., passed away on 
May 29. He had been active in 
business until he was stricken 
with a heart attack three weeks 
prior to his death. 

Mr. Garnich was well known 
throughout the northern Wis- 
consin and upper Michigan pen- 
insula territory as well as in 
manufacturing circles. 

He is survived by his widow, 
two sons, both of whom are con- 
nected with the firm, A. B. and 
Will Garnich, Jr. and a brother, 
E. R. Garnich, who had been 


vice-president of the company. 





NORBERT F. SCHWARTZ 


sale hardware distributors, Sa- 
lina, Kan., died on April 30, in 
the Ellsworth Hospital where he 
had undergone an operation 16 
days previous. 

At the time of his death, Mr. 
Schwartz secretary and a 
director of the company, which 
he, his brother, Charles L. 
Schwartz, H. D. Lee, L. C. 


was 
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FRED W. FRENCH 


Fred W. French, vice-president 
of the American Brass Company, 
Waterbury, Conn., and founder 
of the company’s small tube 
branch, passed away at the 
Waterbury Hospital on May 31 
after a two-months’ illness. He 
was 80 years of age. 

Mr. French was born in Orange, 
Conn., and spent his early years 
in Ansonia. He learned the ma- 
chine trade in New Haven and 
later worked as a machinist in 
Bridgeport. He moved to Water- 
bury in 1885 and worked his way 
up to the position of superinten- 
dent of the seamless tube plant 
of the American Brass Company. 
In 1905 he founded the French 


Manufacturing Company with 
Loren E. Carter. The company 


now has more than 1000 employ- 
ees. 

Mr. French was active in fra- 
ternal circles and was a director 
of the Waterbury Trust Com- 
pany. 

He is survived by one son, 
Leon H. French, vice-president 
of the American Brass Company 
and general manager of the small 
tube branch, three grandchildren 
and seven great-grandchildren. 


WILLIAM H. BRASIER 


William Hamilton Brasier, re- 
tired vice-president of the Brasier 
Company, distributors of hard- 
ware goods, died May 29 at his 
home at 1568 Hauser Boulevard, 
Los Angeles, Calif. He was 81 
years old and is survived by his 
widow, Elizabeth; a daughter, 
Mrs. L. B. Judson, of New Jer- 
sey; and a son, W. W. Brasier, 
of Los Angeles. 


GEORGE M. SALKELD 


George M. Salkeld, of Paines- 
ville, Ohio, who has represented 
the Champion Hardware Co., 
Geneva, Ohio, in the New York 





GEORGE M, SALKELD 
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State territory for the past 15 
years, passed away on May 14. 

In addition to covering New 
York, Mr. Salkeld also did spe- 
cial sales work for the company 
and made many trips to terri- 
tories which needed additional 
representation. Prior to joining 
the Champion sales force, he had 
been part owner of the Imperial 
Merchandise Company, Perry, 
Ohio. He had been active in 
Masonic circles, was a member 
of the Baptist Church and had 
long been identified with the 
work of the Painesville Chamber 
of Commerce. 


H. F. WEBSTER 

Harry Francis Webster, 57, 
sales manager of the Mansfield 
Tire & Rubber Co., Mansfield, 
Ohio, since 1916, died recently as 
the result of an apoplectic stroke. 

Mr. Webster came to Mans- 
field in 1916 from Chicago where 
he had been engaged in the rub- 
ber business since 1909. 

He is survived by his widow, 
Mrs. Lillian Webster, two 
daughters, his mother, a sister 
and four grandchildren. 


THOMAS F. KILBY 
Thomas F. Kilby, for 34 years 


credit manager for Marshall- 
Wells Co., Spokane, Wash., died 
in his home in that city after a 
long illness on May 23. Men 
who ‘had been associated with 
Mr. Kilby for 30 years or more 
acted as honorary pallbearers. 
He was very well known and 
well liked by merchants through- 
out the Inland Empire. 

He is survived by his widow, 
Mrs. Lenora Sharp Kilby, two 
sons and three sisters. 


1939 BUSINESS CENSUS 
FOR CONSTRUCTION 
| INDUSTRY RELEASED 


The bound volume of the 
Business Census for 1939 
ering the construction industry 
recently was released by the Bu- 
| reau of the Census, Department 
of Commerce. 

This four and a half billion 
dollar industry (1939) is an- 
alyzed by principal kinds of con- 
tractors. Information such the 
relative importance of principal 





cov- 


| 
| kinds of contractors within 11 
| 


size-groups based on dollar vol- 
ume, work performed by types 
of construction, monthly employ- 
ment by kinds of contractors, 
etc., also is given in the 400-page 
Pressure of war work 
in the Census and at the Gov- 
ernment Printing Office _ pre- 
| vented earlier issuance of this 
| publication. 








TOOLS ..-REALLY 


AMMUNITION 


* A Captain of Marines on Guadalcanal 





tells the story of a private who stuck 
a ten inch screwdriver in his legging 
when going into action against the 
Japs at “Bloody Hill”. When asked the 
reason, the private said; “If | should 
lose my bayonet this will come in 
mighty handy at close quarters.” 


* Our armed forces are using FAIRMOUNT 
Tools in strange places and for strange 
purposes all over the world these days. 
That is why we ask you to take good 
care of the tools you now have—they’ll 
have to last for quite a while. 

Hand Tools * Special Tools * Forgings 












TOOL & FORGING CO. 
tx ee 10619 QUINCY AVE. CLEVELAND, OHIO 























Give him a“ROUND 
TRIP” ticket... 






BONDS NOW! 


He's leaving behind home, loved ones, everything he 
holds dear. He's offering his strength, his will to serve— 
his very life, if need be—to safeguard his country's pre- 
vious heritage of freedom. 


U.S. Treasury Phot: 


Like thousands of others, he has along, hazardous journey 
ahead. Will it be a “one-way” trip? . . . Or will he, and 
the great majority of others like him, return home one 
day safe and sound? 


That depends upon how soon this terrible war can be 
ended, And that depends upon how quickly we on the 
home front invest every possible dollar in U. S. War 


Bonds. 


BUY WAR BONDS NOW—and urge your customers to 
buy them—for early Victory. And let us all, as we invest 
in our own and our country's future, keep this thought 
uppermost: 
Every War Bond we buy helps turn a 
“one-way” ticket into a “round-trip” ticket 
for some valiant American fighting man! 
















Allen's production is now devoted almost 
entirely to the nation’s war needs. How- 
ever, Allen Repair Parts are available to 
keep your customers’ cooking and heating 
appliances in efficient working order. 
And when Victory is won, you can again 
offer your customers new and even finer 
Allen appliances. 





PARLOR FURNACES 
PRINCESS RANGES 
STREAMLINE RANGE ETERNAL 


ALLEN MANUFACTURING COMPANY 


Nashville, Tennessee 








ROBERT J. SCOTT, 
buyer and manager of the 
fishing tackle department of 
Edw. K. Tryon Company, 
Philadelphia, Pa., is 63 years 
of age and has been identified 
with the same company for a 
full half century. Mr. Scott 
was employed by the company 
on June 20, 1893. He walked 
29 blocks from his home to 
work, carrying his lunch, be- 
cause his wage was $3.00 a 
week. He disciplined himself 
as he grew older and is now 
reaping the benefits that a 
careless life could never have 
accomplished. Mr. Scott be- 
came assistant to the late 








( Photo by Bachrach ) 
ROBERT J. SCOTT 


Tyler Tewnsend who was manager of the fishing tackle 


department until about 1906. 


Mr. Scott then became 


tackle manager. His efforts were spurred on and he was 
trained in the creating of original tackle items by C. E. 
Stonebraker of Chicago, who retired from Tryon’s some 
years ago. Today, Mr. Scott is one of the outstanding 


fishing tackle men in the country. 


He was one of the 
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organizers and the first president of the Eastern Tackle 
Distributors. Because of his prominence in Masonic 
orders and the fact that he is a good mixer, he has many 
personal friends in every strata of life. He is called 
“Bob” by everybody who has met him or has seen him 
in action on the many platforms from which he has made 
speeches. His remarkable memory, backed up by a keen 
mind, creates for him an unusual position in society and 
in business. 


A. GEORGE GILFIL- 
LAN, buyer and manager of 
the firearms and ammunition 
department of Edw. K. Tryon 
Co., Philadelphia, Pa., has 
spent over half a century in 
the field of hardware and was 
trained in the gun business by 
the late E. G. Chandlee. His 
blue-eyed Irish temperament 
is well known among his 
friends and his sincerity and 
loyalty, not only toward the 
Tryon organization, but to his 
hundreds of factory friends is 
greatly appreciated. It can 
be doubted if there is any 
A. GEORGE GILFILLAN' man inthe sporting goods 
business who can recall more 
customers’ names, both large and small, who are or have 
been in business during the last 25 years. He is a Mason 
and a member of the Presbyterian Church. Mr. Gilfillan’s 
hobbies, at the present time, are narrowed down to play- 
ing with his grandchildren, although in normal times he 
enjoyed traveling and seeing new countries. The finest 
form of recreation to Mr. Gilfillan would be a bill of 
lading for 50 carloads of ammunition. He would feel 
much younger despite his 50 years of service. 





BURTON F. STAUF- 
FER, assistant general man- 
ager of the Industrial Prod- 
ucts Sales division of The B. F. 
Goodrich Company,  cele- 
brated his 50th anniversary 
with the company in April. 
Mr. Stauffer, a boy of 14, 
rolled bicycle tire wrappers 
as his first job, later became 
personal messenger to B. G. 
Work, then works manager 
and later company president, 
and then chief clerk of the 
sundries department. Made 
manager of packaging, ship- 
ping and the finished goods 
warehouse of the sundries di- 
vision in 1898, he held that 
position until 1917 when he was appointed a production 
superintendent. In 1925 he became assistant general 
superintendent of the industrial products division, was 
named to his present post on January 1, 1942. Mr. Stauf- 
fer was honored at a recent luncheon of company execu- 
tives, presented a beautiful clock and other gifts by 
John L. Collyer, company president. 








BURTON F. STAUFFER 
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RESEARCH 
AIR FILTERS 


peu 46 Hardware” Natural 


There are 10,000,000 filter replacements made each year 
and 1 out of 2 modern homes is a “perennial” consumer! 
This sales volume is marching right past your door because 
this hardware “natural” is not sold in most hardware stores. 


Used by leading manufacturers in original equipment Research 
Air Filters offer you a perfect replacement for some fast 
selling item no longer available. Write today for data sheets 
and detailed information. 


Complete Retadl Selling Program FREE 


Free selling helps include newspaper mats, direct 
mailing pieces, radio spots, blotters, posters, window 
and counter display material, envelope stuffers, 
merchandising plans, record cards and furnace labels. 
All furnished without cost . . . samples on request. 














The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Service Work—the Way to Future Sales 


HE knowledge acquired 
from doing repair and ser- 
vice work on major appli- 

ances for customers during the 
present period will yield excellent 
returns in selling that merchandise 
when it is once more available. 
For this reason, records should be 
kept of the condition of each cus- 
tomers’ appliances on which re- 
pair or serviceswork is rendered. 

These customers will be the first 
persons to buy new equipment. 
They are “sold” on the appliance, 
believe it does an essential job for 
them and usually are favorably 
impressed with the brand they 
own. Since they cannot spend 
money now for a new appliance. 
they are, no doubt, saving the 
money for a future purchase. 

Salesmen should not lose con- 
tact with or lose track of potential 
business of this type. Keep a list 
of these customers for your own 
information even though the store 
may now have a means of record- 
ing these prospective buyers. 

Customers today soon gain a 
high regard for the service man 
who keeps their appliances in good 
working order. They are grateful 
when the service man restores to 
good condition that appliance 
which is no longer obtainable and 
without which home life would be 
materially disrupted. They soon 
gain complete confidence in his 
ability and acquire considerable 
respect for his judgment. All of 
this is an asset for the days ahead 
when today’s service man can go 
back to the job of selling. 

From the foregoing, it is clear 
that knowing how to repair and 
service the ap- 
pliances former- 
ly sold in your 
store is impor- 
tant, even though 
you are a sales- 





man. You will be able to produce 
much needed sales of service at 
the present and, at the same time, 
accumulate information that will 
be vital to you in selling in the 
future. 

Practically every manufacturer 
of major items has developed re- 
pair and service training courses 
on his products. If you are not 


* 


* 


taking these courses, now, write 
the manufacturers of your major 
items for information about them, 


then enroll in them. Also, read 
the advertisements of these manu- 
facturers in HARDWARE AGE each 
issue. These ads give information 
that will enable you to keep pres- 
ent goods in operation longer. 
This is an important way in which 
you may help the war effort on 
the home front. 
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May Contest Winners 


First Prize—$10.00 





WM. R. THOMPSON 


Wm. R. Thompson, Bentley 
Hardware Co., Great Bend, 
Kan., is declared the winner of 
the First Prize of $10.00 in the 
May “What Do You Know” 
Contest by the editors of HARD- 
WARE AGE, who acted as 


judges in this event. 
Second Prize—$5.00 
Marvin Mikeska, Wm. Cam- 
eron & Co., Inc., Bynum, Texas. 
Third Prize—$3.00 
Gustave D. Herrmann, Oito 
Herrmann Inc., Glendale, N. Y. 
Fourth Prize—$2.00 


Helen M. Douglas, W. H. 
Douglas, Commerce, Texas. 


* - 


IDEAS 


Mirrored Bins Aid Sales of 
Inexpensive Glassware 


Inexpensive glassware can be 
made more attractive by the use 
of segments of mirrored glass in 
the bottom of the counter bins. 
The mirror need not cover the en- 
tire width of the table. However, 
it should be used on the half of 
the table which is nearest the traf- 
fie aisle. 


Cover the portion of the bin not 
covered with mirrors with alumi- 
































ke 


Reflections from the mirrored 
base help to attract customers 




























num-colored paper. The bottom 
of the table or the tops of the 
fillers, if they are used, can be 
painted with gray or aluminum 
paint in order to secure the same 
effect. 


x * * 


Improve Displays of 
Framed Pictures 


Use this simple fixture together 
with a step-up unit to improve 





display aid can be made out of 
scrap lumber or from inexpensive 
strips which may be purchased 
without difficulty from the lumber 
yard. 

Upright picture supports can be 
screwed or nailed to the step-up 
units. They should be painted the 
same color as the other display 
accessories. Use a sticker to show 
the price on each picture. Place it 








You receive $1.00 for each idea 
considered worthy and accepted 
for publication. 
pages of successful ideas. 








in the upper right or left-hand 
corner where it can always be 


Fix price stickers in the upper 


displays of framed pictures. This _ seen. 


corners where they may be seen. 








Correct Answers to Questions In the 
May “What Do You Know’ Contest 


1—What advertising media are usually available 
to the retail hardware store? In your opinion, 
which one produces the best results? 

ANsSWeR—Newspapers (display and classified 
ads); direct-mail (includes catalogs, booklets, 
pamphlets, folders, etc., that are mailed); radio 
broadcasting; circulars, throw-a-ways, etc., (dis- 
tributed house to house) ; and outdoor advertising 
(billboards, signs, etc.) are major classes of ad- 
vertising media available to retail hardware deal- 
ers. Mr. Thompson, first prize winner, indicated 
that in his opinion newspaper advertising produced 
the best results for his company. A difference 
of opinion on the second part of the question is 
understandable. 


2—John Brown wants to price an item so it will 
show a mark-up of 40 per cent on the cost. The 
goods cost $9.00 per dozen f.o.b. dealer’s store. 
Figure the retail price for the item. 


AnsweR—Retail price of the item $1.05 each. 
Forty per cent of the cost, $9.00, equals $3.60, 
amount to be added to the cost to give the 40 per 
cent mark-up on cost. $9.00 + $3.60 = $12.60 
divided by 12 = $1.05 retail selling price. 


3—A good mailing list is the basis of effective 
direct-mail advertising. What points should be 
considered in developing and maintaining such a 
list? 

ANsweR—It must be carefully compiled, names 
and addresses listed accurately and kept up to daie. 


and it must include the names of customers and 
prospective customers that you wish to reach. The 
list should also be classified on some logical basis 
so that promotion material can be addressed to 
different groups when the occasion requires it. 


4—Ordinarily, what is the lowest priced item 
that should be advertised by direct-mail? Why? 


AnsweR—Merchandising authorities agree that 
a $1.00 item is about the lowest priced item 
that should be advertised by direct-mail. The cost 
of the returns measures the effectiveness of direct- 
mailings. A successful mailing should produce re- 
turns of 10 per cent or better. 

5—You can easily find the approximate inven- 
tory of a business at the end of the month. Work 
this out from the following information: Sales 
for the month $3,500.00; Inventory at the begin- 
ning of the month $9,230.00; Margin 31 per cent; 
Purchases for the month $1,900.00. 


ANSWER—$8,715.00 inventory at the end of 
month. Find the cost of goods sold. $3,500 
Sales x 31 per cent margin = $1,085 Margin. 
$3,500 —$1,085 — $2,415 cost of goods sold. Add 
purchases for the month $1,900 to 
inventory $9,230 — $11.130 total 
goods on hand and received. Then, 
subtract $2,415 cost of goods sold = 
$8,175 the inventory at the end of 
the month, 
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Thirty-three patterns 
of yard goods can be 
shown to advantage 
on this display fix- 
ture which occupies 
about 15 ft. of space 





Novel Type Linoleum Display 
Shortens Time Required to Sell 


' HEN Wolff, Kubly 


& Hirsig Co., Madison, Wis.. re- 
cently took on a stock of floor 
coverings, the management was 
confronted with the problem of an 
adequate showing of the line on 
the first floor. What was desired 
was a neat and effective display 
which would bring the line to the 
attention of customers and would 
eliminate the cumbersome unroll- 
ing of linoleum rolls in order to 
show prospects the various pat- 
terns. 

This problem was solved by 
constructing a special 15 ft. dis- 





ON AVAILABLE GOODS 


play area near the first floor office 
and displaying 33 samples of 
linoleum in a double deck fixture. 
At first glance, the display seems 
to consist of full rolls. They are, 
however, only arcs or tubes of the 
various patterns for display pur- 
poses. 

A housewife lgoking at this dis- 
play can see every pattern on 
which delivery can be made. No 
longer are salesmen required to 
unroll patterns for the customer. 

Samples can be removed easily. 
Occasionally a pattern is removed 
and placed on the floor to enable 
the customer to get a better idea 
of how it will look in her kitchen. 
The fixture in which samples are 
shown is narrow. It has a top 
and a single shelf which divides 
the display into an upper and 


lower part. Linoleum samples 
are shown in each. Samples are 
approximately 4 ft. tall. 

Volume has increased since this 
display was created. Yard goods 
sales are better than complete 
rugs sales at the present but this 
may not hold during the summer 
months when housewives open up 
sun porches and summer kitchens. 
Linoleum rugs are used in these 
seasonal rooms and look better 
than yard goods in the majority 
of instances. Also, rugs are not 
as expensive. In addition to the 
first floor display, the linoleum 
line has been promoted in windows 
and in. advertisements in local 
newspapers. The department is 
designed to attract the womaa 
shopper and it has already made 
an auspicious beginning. 


Wolff, Kubly & Hirsig Co. shows 
33 samples upon a double-deck 
fixture that assists salesmen 
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Scurrry for the vital production on the home 

front is essential to victory on our blazing battle 
fronts! Moreover, the ships, planes, tanks and guns 
being produced, all demand the utmost in vigilant 
and ceaseless protection. 


Little wonder that in countless thousands of places 
. - » from the mines straight to the battle lines . . . 
Master padlocks are being called upon to protect 
the things that protect America. After Victory, all 
our facilities will again be devoted to serving the 
independent hardware trade . . . to serving YOU. 


WER weUlOlea 


© WROUG Ll © DOUBLE CAS 








By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


A SURPRISE IS DUE the re- 
tailer and the public as well if WPB’s 
Office of Civilian Requirements gets its 
way. OCR, unlike its predecessor the 
Office of Civilian Supply, is going to 
try to get WPB and the Army to per- 
mit the manufacture of electric re- 
frigerators, washing machines, vacuum 
cleaners, radios and a host of other 
civilian end products. 

There will be no great production of 
these items, but just enough to supply 
a minimum demand. The suggestion is 
expected to meet with the opposition of 
the “hair-shirt” fraternity in the gov- 
ernment who have striven to bring home 
the war to civilians by depriving them 
of barest necessities. 

This philosophy was adopted by OCS 
and is the main reason Congress has 
favored the setting-up of a separate 
civilian agency. The creation of a new 
civilian agency seems out for a while 
in view of the powers granted to the 
Office of War Mobilization under James 
F. Byrnes. 

Aside from Congressional pressure, 
it is reported that Arthur Whiteside, 
the chief of OCR, wants to do these 





things because it will improve civilian 
morale, save manpower in the case of 
electric refrigerators and washing ma- 
chines and permit the use of stocks of 
processed metals which have been 
frozen for over a year. 

OCR thinking on manpower and the 
electric refrigerator, for instance, runs 
along the line that more help in ice 
plants and ice men will have to be 


RHOISTERED US PAT OFF 


to the’ Mucen Anne 


by makers of “Phoenix” 


The perfect mold for Individual Salads and 
Desserts! Used in Oven or Refrigerator. 
Packed:- 6 Molds to a Set, and 12 Sets in 
Master Carton! Order yours Now! 


Retails at 6 for *]99 


WEST OF DENVER 1.25 


Each Mold 
5 oz. Capacity 


®Oucen Anne 


Vege —— 


Nira: 


70 








employed if more refrigerators are not 
made. Moreover, it is reported that 
the so-called “Victory” mechanical 
boxes have not sold well and that they 
have been responsible for food spoil- 
age. 

OCR is also planning to request ma- 
terials in the near future for more hard- 
ware and repair parts. This means 
more rakes, saws, wrenches, hammers 
and hoes and tools. More of every- 
thing needed to repair consumer goods 
is likely to be available before the end 
of the year. 


xk * 


A NEW MAXIMUM PRICE 
REGULATION for most important 
rubber commodities bought for gov- 
ernmental use has been announced by 
OPA. Its purpose is to permit unified 
handling of pricing problems in sales 
of the specified rubber commodities to 
the Government, especially in view of 
the recent pricing program for crude 
and synthetic rubber which has been 
worked out by the Rubber Reserve Co., 
the Office of the Rubber Director and 
OPA. 

Establishing April, 1943, as the base 
date in order to provide for changed 
costs of synthetic rubber that recently 
became effective, the regulation gives 
the pricing method for manufacturers 
to apply to goods that are the same or 
similar as those sold or offered for sale 
in the base period and also to goods 
that are different from those sold in the 
base period. Other sellers than manu- 
facturers are to establish their maxi- 
mum prices by applying mark-ups to 
their purchase prices for the commodi- 
lies. 

Upon application to it and filing of 
required information by the manufac- 
turer or seller, OPA will approve prices 
for those commodities which cannot be 
priced under the specified methods. In 
these cases the commodities are exempt 
from price control for three months 
until the OPA establishes a maximum 
price, in order not to impede produc- 
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tion and delivery of important war ma- 
terials. 

Also for similar reasons, commodi- 
ties sold under secret contract or de- 
velopmental contracts are exempt from 
price control. However, following the 
end of such secret or developmental 
period for any commodity it becomes 
subject to maximum prices established 
under the regulation. 

Commodities which are listed are 
covered when made in whole or in part 
of rubber and when sold pursuant to 
a war order. They are considered to be 
sold pursuant to a war order when de- 
livered to or for the account of any 
agency of the United States Govern- 
ment; but not when delivered to or for 
any corporation owned or controlled by 
the Federal Government but not ope- 
rated by it, or when sold for post ex- 
changes, ship’s stores, commissaries or 
similar purchasers. It also applies to 
sales made to contractors or subcon- 
tractors of goods which are to be 
physically incorporated into materials 
to be delivered to agencies of the United 
States Government. 

The list includes among other prod- 
ucts, the following: canvas topped rub- 
ber footwear, including but not limited 
to climbing shoes, gym shoes and 
jungle boots; clothing, rubber or 
coated fabrics, including but not limited 
to foul weather clothing, hat covers, 
ponchos, raincoats and rainsuits, slick- 
ers and waterproof capes, cloaks, 
gloves, hats, jackets, leggings, overalls, 
sleeves and trousers; heels and soles; 
and waterproof rubber footwear (ex- 
cept that covered by Maximum Price 
Regulation 132). 4 


xk * 


THE FIRST THREE WARE- 
HOUSES authorized to stock and de- 
liver aircraft hardware, valves and fit- 
tings under the recently issued Order 
L-296 are named in Directive No. 1 to 
that order, announced by WPB. The 
warehouses are the Ducommon Metals 
& Supply Co., Los Angeles; Supply 
Division, Inc., Robertson, Mo.; and 
Aircraft Hardware Mfg. Co., New York. 

Each of these warehouses, in addi- 
tion to its regular stocks, may now 
carry and deliver all items on Schedule 
A of L-296, in quantities authorized by 
the Aircraft Scheduling Unit, Wright 
Field, Dayton, Ohio. Limitations on 
deliveries by warehouses, written into 
the Directive, confine the deliveries to 
the following: 

(1) Manufacturers for use in the 
United States in the construction, 
maintenance or repair of aircraft and 
airborne ‘accessories, parts and sub- 
assemblies; (2) maintenance and re- 
pair of planes used by air lines holding 
certificates of necessity issued by the 
Civil Aeronautics Administration; by 
the CAA War Training Service and by 
the Civil Air Patron in Class A cate- 
gory; (3) maintenance of other air- 
craft which are authorized by WPB’s 
Aircraft Priorities Branch; (4) Aircraft 
Modification Centers and Army and 
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Navy Supply Depots; and (5) other 
warehouses designated by WPB to 
carry the same type of hardware and 
components. 

A prescribed form of certification 
must be filed by a customer with a 
warehouse before the latter may make 
any delivery of aircraft hardware. 
Once filed with a warehouse, this cer- 
tification will cover all subsequent ship- 
ments to the customer. 


x «re 


REPAIR AND MAINTENANCE 
of agricultural tillage equipment and 
machinery will be facilitated by WPB 
Order L-223 as amended June 5, which 
permits the use of certain’ low-alloy 
hard-facing compositions for such pur- 
poses on orders rated AA-4 or higher. 
Hard-facing materials are alloyed com- 
positions which are applied as a coat- 
ing for the repair and maintenance of 
equipment. The compositions which 
are permitted by the amended order for 
tillage equipment are lower in alloy 
content than those normally used, but 
are expected to serve adequately, and at 
the same time, conserve’ urgently 
needed alloy metals for war require- 
ments. 

The amended order also tightens con- 
trol on all uses of hard-facing materials 
by restricting deliveries to orders rated 





AA-4 or higher for maintenance or re- 
pair of specifically mentioned end- 
products. Previously, the preference 
rating requirement was AA-5. 

Purchasers must certify to their pro- 
ducers as to the end use of hard-facing 
materials by means of a simple state- 
ment incorporated in purchase orders. 
After June 15, such certification must 
be made by a purchaser to a distrib- 
uter, as well as to a producer. Distrib- 
uters have been notified to report end- 
use on their orders to producers as 
“re-sales.” 
































Reviving Risk Capital 
ALK of a coming need of risk 
capital is sweeping through con- 

gressional chambers like a_ fresh 
June breeze. 

Alert Congressmen are discussing 
it, coupling it with a postwar need 
for new jobs. 

“Risk capital makes new jobs” is 
a revived expression. 

Current conversations indicate a 
growing tendency to encourage risk 
capital by offering special tax in- 
ducements. 

—From “Management’s Washington 

Letter” 

—Nation’s Business 














| Lo 








ST. LOUIS 


GO FARTHER 





G iform steps have been 
taken to provide as many 
Dazey Can Openers as pos- 
sible, for the duration: (1) A 
new, simplified version of 
the famous Dazey Deluxe re- 
quiring less critical materi- 
als, has been designed; (2) 
Production is being confined 
to this new DAZEY Senior 


DAZEY CHURN 






























Model No. 60. 

Although allowable produc- 
tion will enable your Jobber 
to supply only part of the 
tremendous demand for 
Dazey Can Openers, we 
know that you will do an 
efficient job of ‘distributing 
the available quantity where 
they will do the most good. 


and MFG. CO. 


MISSOURI 4 
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How to Merchandise Service Men’s Goods 
(Continued from page 36) 


mouth. Emphasize the fact that 
you and your associates know just 
what those in or about to enter 
the service will want in the way 
of extra equipment. This will 
help impress people with the fact 
that your store really is local head- 
quarters for service men’s gifts 
and needs. You might even carry 
data in your advertising as to the 
number of servicemen who have 
been called in your district. 


10—Spot displays through the 
store ’ 

Many hardware dealers have 
put spot displays of entirely un- 
related lines in different parts of 
their stores in order to give them 
a little extra attention. Spotting 
some of your best selling “man 
in the service” or “woman in the 
service” goods in worth while 
spots throughout your entire dis- 
play room will help place more 
emphasis on your “post ex- 
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change.” Use talking cards and 
get your’ salespeople to call tu 
the attention of all customers the 
fact that you have such a de- 
partment. 


11—Offer liberal exchange 
rights 

Emphasize to your patrons 
that when they have duplicate 
items you will permit an exchange, 
providing the item is returned 
within a reasonable time and is in 
absolutely salable condition. This 
will help make sales in instances 
where Mrs. Smith is not sure 
whether Mrs. Jones has already 
bought a similar item for a ser- 
vice man or woman. Such an 
offer will help clinch a sale where 
uncertainty as to your return 
policy might discourage an other- 
wise sure customer. Nine times 
out of 10 the item won't be re- 
turned anyway. However, the 
willingness to accept a return will 


TREPLEX 


SEMI-FINISHED NUTS | 


Experienced Hardware Jobbers and Deal- 
ers know that quality in semi-finished nuts | 
is not visible on the surface. The main 
thing is are they strong and tough 
enough for the job, besides hav- 
ing free-running threads to save 
time. Remember TRIPLEX semi- 
finished nuts are milled from 
solid hex bars. Keep tuned 


to Triplex today. 





TRIPLEX SCREW CO. 


5317 GRANT AVENUE 
CLEVELAND, OHIO 





build an inestimable amount of 
good will. 


12—-Keep only good sellers 


When you find that some of 
these items are not good sellers 
you might display them elsewhere 
in the store at reduced prices. In 
this way, you will have only clean. 
fast moving lines. 


13—Have a departmental want 
book 


A want book just for the ser- 
vice men’s department is very de- 
sirable. Every time customers 
ask for items you do not have note 
the request and ask subsequent 
customers or prospects whether 
such items would interest them. 
If enough requests for these 
wanted items come through put 
in a small stock to see how they 
move. 


14—Offer combinations 


Many people will be interested 
in buying stationery with the in- 
signia of the various branches of 
the service. Kits of stationery are 
offered complete with envelopes, 
writing paper, address book, pen- 
cil, etc. If you carry fountain 
pens, feature them with your sta- 
tionery at a combination price. 
You could feature the combination 
at the combined price of the two 
items or at a very slight reduction 
to afford an odd price suggesting 
a bargain. You will be perform- 
ing a worth while service to both 
the purchaser and the recipient of 
the gift. Further, if you do not 
sell the fountain pen some other 
store may do so. It is the old 
principle of the selling of related 
goods helping to boost both vol- 


ume and profits. 


15—Know postal regulations 


Save both your customers and 
yourself embarrassment by telling 
them what the present-day regula- 
tions are as to size and weight 
limits of packages for soldiers in 
this country and abroad. These 
limitations have been and may 
again be subject to change. Limits 
for packages sent to those in se-- 
vice and located in this country 
are 70 lbs. and not greater in size 
than 100 in., length and girth com- 
bined. There is a 5-lb. limit for 


mailing to armed force members 
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located outside of this country. 
Such packages shall be not more 
than 36 in., girth and length com- 
bined—or not more than 15 in. 
long and 21 in. in girth. In the 
case of packages sent to -foreign 
countries there is the further pro- 
vision that nothing shall be sent 


abroad unless a written request 
for it is received from the soldier, 
sailor or other armed forces mem- 
ber. In the case of such pack- 
ages being sent, the letter of re- 
quest must be shown at the post 
office together with the envelope 
in which it was received. 








Service Women's Gift Quiz 


Votes on the items listed below are expressed in terms of percen- 
tages. These percentages do not total 100% in each case because 
not every woman interviewed answered every questun on the list. 














ARMY | NAVY 
| | } | 
Swell | Fair | Out | Swell | Fair | Out 
Shoe shine kits. . 69% 17% 10% % | 27% 15% 
Sewing kits. . . 67 17 10 53 | 26 15 
Clothes brush... ... 62 21 10 a i &@ 1 
Alarm clock... ... 79 7 10 4 | 24 20 
Folding iron... .... 82 5 7 6 | 4 9 
Wash cloths and soap... . 64 20 10 47 | @ 15 
Wooden shower clogs 39 25 25 24 26 39 
Beauty aid kit. . 59 23 13 62 20 13 
Makeup items. 59 21 12 49 30 11 
Bath powder... 49 27 15 44 32 16 
Toilet water... 56 22 17 42 2 | 23 
Hand lotion........ 62 21 9 57 Ss .| 
Unfitted toilet case... .. 49 27 17 33 31 25 
Fitted toilet case with mirror 57 17 17 51 24 14 
Nail polish kit... . 59 19 14 42 30 16 
Wristwatch........... 74 5 12 71 10 11 
Identification bracelet _ 60 14 22 63 17 | 14 
Brass polishing kit 28 28 34 4 13 | 53 
. eae 67 18 8 40 26 22 
Pen and pencil set 74 12 7 67 15 10 
Insignia stationery . . . 74 19 3 81 13 4 
Looseleaf notebook 46 28 17 53 28 13 
Cigarettes......... 67 9 18 42 16 36 
| oR Ges ee 46 28 18 33 37 23 
Playing cards, small games. 22 43 26 25 37 31 
op Bo 27 40 28 24 25 44 
Pocket size Bible... 51 23 16 44 25 22 
Religious medals .... 25 22 41 34 24 32 
Regulation handbags . 79 9 7 49 15 26 
Cap covers for rainy days 61 21 12 41 19 31 
Clothes for active sports 21 30 36 40 32 24 
Small portable radio... . 81 8 6 82 7 4 
Portable phonograph . . 32 28 31 42 17 31 
Records and sheet music. 22 31 35 30 20 37 
Photographs in folding 
ae 44 28 18 44 y | 
Camera and extra film .. 81 8 6 79 a 
Good white handkerchiefs. 59 18 16 lS ee ae 
Flashlight....... om 75 12 7 61 24 CO 8 
Sun glasses....... 51 26 16 an a 24 
Skirt hangers... . 71 14 6 eS. 7 
Wardrobe bag. . og 32 24 33 55 ~— it we 
Overnight bag. ; 68 14 13 70 18 7 


| | | 





(From the Department Store Economist Surveys) 








“Hidden” Corporations 


NVESTIGATORS for the Byrd- 
Vandenberg committee on non- 
essential expenditures have been in- 
quiring quietly into government cor- 
porations. 
Such an inquiry is a usual pre- 
liminary to full-scale investigation. 
They find the Administration has 
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set up 50 corporations. They had 
never heard of many of them. 

These corporations employ 109.- 
519 persons, have a monthly pay 
roll of $119,000,000. Thirty-one of 
them are not audited by the General 
Accounting Office. 

—Nation’s Business 
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For the 
Toughest Jobs 
a 
VAUGHAN 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 


Chicago - Illinois 
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The Dean’s Page 


I AVE you noticed in 


the statements of mail order houses, 


chains and other large corporations 
that millions of dollars are being 
set up as reserves for after-the-war 
rehabilitation? No doubt many of 
these concerns. will become stronger 
competitors for the consumer’s busi- 
ness. I wonder how well the inde- 
pendent dealers are organized in 
the small towns. to look after their 
own interests. 


In my judgment, this is a prob- 
lem that the trade as a whole can- 
not tackle too soon. In magazines, 
such as Sales Management, a num- 
ber of powerful corporations are 
outlining the plans they are working 
out in order to quickly get back to 
their domestic business. Great 
changes are expected and predicted. 
Those who have thought out their 
problems and are prepared and or- 
ganized to handle them will, no 
doubt, fare better than their com- 
petitors who are not looking and 
planning ahead. 


They Were Prepared 


It may interest you to know that 
one of our great wholesale houses— 
before the present war—had com- 
plete orders in every department 
written up—envelopes addressed 
and ready to mail in case of fire. 
These orders, in carefully marked 
cases, were placed in the basement 
of the home of the president. 

If you were completely burned 
out—goods, typewriters, buildings 
and all, to organize and write up 
either all or part of the inven- 
tory would be a long and almost im- 
possible job. This would be es- 
pecially true under present condi- 
tions. For instance, where would 
you get typewriters? 

Recently my mail has been es- 
pecially heavy—would: you like a 
peep into my mail box? Here I 
quote from letters at random: 

Geo. H. Smith, Jr., Smith Mer- 
cantile Co., Santa Rosa, N. M.— 
All about buying scrap. “Do peo- 
ple know value or are they. just 
careless about what they throw 
away? When you can your peaches 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


on the farm don’t let the buyers get 
away with your baskets!” 

E. J. Tower, Master Lock Co., 
Milwaukee, Wis.—‘‘Your message 
in Dean’s Page suggests you feel the 
star is near setting. However, the 
brighest stars the hunter and the 
sailor know are those near the hori- 
zon.” <A nice friendly letter that 
cheers one up. I wonder if brother 
Tower ever read Robert Louis 
Stevenson’s self-written obituary— 
“The hunter is,home from the hill. 
The sailor is home from the sea.” 

W. C. Stearman, Hardware Man 
de Luxe, Vancouver, B. C.—About 
dogs on the farm. Man’s_ best 
friend. W. C. S. sends me pussy 
willows all the way from British 
Columbia. He sticks the cut stems 
in raw potatoes and “they come 
through fine.” 

Sechtman Hardware Co., Con- 
necticut—“Greetings from Connecti- 
cut and wishes for health and pros- 
perity’—Many thanks. 

W. F. Keenedy—Ott-Heiskell Co., 
W heeling, W. Va.—About the article 
on town names. Quotes Emerson— 
“We have accomplished much if we 
can simply make people think.” He 
encloses his card “Always With a 
Smile.” His letters always bring 
sunshine! 

R. D. Howell, president — Perth 
Amboy Hardware Co., Perth Amboy, 
N. J—A very fine letter. “I will 


remember your visit to Perth Am- 
boy—at that time I was a clerk for 
the Perth Amboy Hardware Co.” 
He’s taking up the book idea with 
their local editor. 

A. H. Eicholtz, general manager, 
Motor and Equipment Mfgs. Assn., 
250 West 57th Street at Broadway, 
New York City, N. Y.—‘So Now 
We Fight.” The very best address 
I have read on the war. Made to 
the graduating class of the Great 
Lakes :Naval Training Station. 
Write for it—a postal free—you will 
thank me. Use it as a model for an 
address you may make. Should be 
read at eyery Elks, Rotary Club 
meetings. Sends thrills up and 
down your spine. 

John W. Anderson, president, An- 
derson Co., Gary, Ind—A booklet 
about our patent law. Hard headed, 
common’ sense, expressed in a very 
human way—free—write for it. Did 
you know there are people trying to 
break down and destroy our patent 
system? 

From. the Connecticut Farm— 
(grandson) —“Thanks for the knife 
you sent me—you remember the 32 
German automatic you gave me. I 
had it fixed. The gunsmith was very 
much interested in it. He said only 
250 of these automatics were made 
in Germany by Luger. They were 
all sold in Norway—queer to find 
one in United States.” This pistol 
was given me 20 years ago by a 
Norwegian. It has traveled some! 


A Rare Book 


O. A. Morgner—printer—Minne- 
apolis, Minn.—“For many years I 
have been interested in rare books. 
However, I never expected to see 
a manufacturers’ hardware catalog 
listed in an auction sale of rare 
books. 

“You will note from the attached 
sheet that the Parker & Whipple 
Co.’s catalog is offered to the high- 
est bidder. I do not know who this 
concern is, or was, but no doubt you 
do, as your encyclopedic knowledge 
of hardware extends from the stone 
age to 1943 A.D. 

“T was interested to learn that the 
St. Louis Public Library has some 


HARDWARE AGE 











ALL 
YOU 
WANT 


All that UNION offers in 
its CHAMPION screw 
drivers is a well designed, 
excellently made prod- 
uct, priced to show you 

a profit. In other 
words, UNION offers 
all you want from 


any line. 
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AWAY GOES 
GREASE and OIL 
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STOS-SWEEPING 
COMPOUND 


CAREY Asbestos Sweeping Com- 
pound is an improved, efficient, in- 
expensive, fire-safe compound for 
sweeping up oil and grease. It is 
the ONLY product of its kind 
which has been given the “Class 1, 
Non-Combustible” rating by Un- 
derwriters’ Laboratories, Inc. 
Highly absorptive and mildly 
abrasive. Used dry; nothing to 
add. Non-skid—lessens danger of 
accidents from slipping. Harmless 
to floors, hands, shoes, and clothing. 
Economical—use over and over un- 
til fully saturated. 

This compound is excellent for 
soaking up acids around pickling 
vats, storage battery spillage, clean- 
ing solutions, etc. 


Sell this PROFIT MAKER 
CAREY § Asbestos 
Sweeping Com- 
yound is just what 
you've been looking 
for—a “rapid-fire” 
seller and profit 
maker to take up 
that “volume slack”’ 
on war restricted 
items! Available in 
8-lb. cartons and 
50-lb. bags. Write 
Dept. 66 for details. 
Carey Asbestos Sweeping Com- ; / 
pound fails in “Class I, Non 
Combustible” —according to the 
Standard of Underwriters’ 
Laboratories, Inc. 
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THE PHILIP CAREY MFG. COMPANY 
Dependable Products Since 1873 
Lockland, Cincinnati, Ohio 


In Canada: The Philip Carey Co., Ltd. 
Office and Factory: Lenaoxville, P. Q. 
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of the catalogs issued by hardware 
concerns of St. Louis and has the 
famous Norvell catalog locked up 
for safe keeping. 

“Perhaps in the year 2010 A.D. 
it will be placed on exhibition with 
the Gutenberg Bibie, but as a rare 
specimen of color printing. No 
doubt someone will get the hard- 
ware catalog collecting habit and 
then some of those catalogs that you 
may have stowed away may add 
something to your estate, if there is 
any estate left after the taxes of this 
war. 

“I have often been struck how 
careless hardware firms are about 
preserving copies of their past cata- 
logs. When I was in this sort of 
business I always had a few copies 
bound in full morocco for presen- 
tation to the officers of the company, 
but noted later on that they were 
not taken care of. 

“Just at present I am visiting my 
son, who is on the faculty of the 
University of Minnesota. It is very 
cold here and I detest a cold cli- 
mate so am clearing out of here next 
Saturday for the south.” 

A. W. Wheeler, Hardware Prod- 
ucts Co., Sterling, Ill_—A booklet— 
“dedicated to winning the war.” A 
very good idea. Letters from their 
employees in the Army. Simple, 
boys’ letters that bring tears to your 
eyes. On the last leaf is a very well 
written letter from “Kay” Baker. 
(Also her picture—good looking! ) 
If you have a lot of boys in the ser- 
vice write for this booklet that will 
give you a fine idea how to organ- 
ize your letter writing to them. No 
charge—a postal will do the job. 
Write to “Kay.” She seems to be 
mothering the idea. 


A Rousing Speech 


Wm. Geo. Steltz, president, Sup- 
plee-Biddle Hardware Co., Phila- 
delphia, Pa.—A rousing speech— 
pamphlet, pocket size—by Mr. 
Steltz is entitled—‘I Dare You!”— 
given at the annual convention of 
the Pennsylvania and Atlantic Sea- 
board Hardware Assn. last January 
29th. Mr. Steltz is full of pep and 
courage. This booklet is free and 
it will help stiffen your backbone. 
Also from same source another in- 
teresting booklet—“V-Department— 
Variety Store Goods”—2nd Edition. 
Also a catalog “Live Wire Specials.” 
Employees featured—worth study- 
ing. This booklet—free—has a 
number of new ideas to help mail 
order business. All goods priced— 


wholesale and retail. Just fill in 
quantities and tear out page. Or- 
dering work reduced to a minimum. 
Look at the wide and unusual assort- 
ment of goods. Drug stores look 
out! 

McKesson & Robbins—New York 
City—70 wholesale stores in all 
parts of country. Circulars to retail 
customers urging them to order by 
mail. Hardware wholesalers might 
pick up some worth while ideas— 
free—address New York office—154 
East 44th Street. 

Since starting this more letters 
have arrived. But my space is used 
up and paper is being rationed. I 
must save these letters for next ar- 
ticle. 


More Letters 


Two letters came from the Perth 
Amboy Hardware Co., Perth Am- 
boy, N. J., one from the new gen- 
eration of hardware clerks, John E. 
Madsen, 27 years old, son of former 
president. Another from R. D. 
Howell, present president. Both are 
very interesting. Mr. Madsen has 
started the library book history idea 
in Perth Amboy. An article on idea 
clipped from the Perth Amboy Eve- 
ning News. Then there is a long 
letter from Leslie D. Davis from 
Sydney, Australia, about conditions 
“down under.” Lonesome for the 
Harpware Ace. They are not al- 
lowed to subscribe to foreign trade 
magazines. I will use sometime 
soon. Last, but not least, is a poem 
from a friend in Princess Anne, 
Somerset County, Md. We need 
such poems in these days of hatred. 
fear and intolerance. It was written 
years ago, but still breathes with 
immortal life. 

Lord, make me an instrument of 

Thy peace! 

Where there is hatred let me sow 

love. 

Where there is injury pardon. 

Where there is doubt faith. 

Where there is despair hope. 

Where there is darkness light. 

Where there is sadness joy. 

O Divine Master, grant that I may 

not so much seek 

To be consoled as to console 

To be understood as to understand 

To be loved as to love; 

for 

It is in giving that we receive; 

It is in pardoning that we are 

pardoned; 

It is in dying that we are born 

to eternal life. 
St. Francis of Assisi 
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@ There is plenty of evidence today of the grim determina- 
tion with which America is carrying on this global war. 
On all fronts there’s ample evidence, too, of unusual skill 
and unselfish sacrifice that is being so generously given to 
provide the maximum in offensive power. On the home front, 
normal markets must be restricted and dependable tools re- 
served for essential users. This responsibility, we and the 
Hardware Trade are sharing with grim determination. We 
know it will help increase America’s offensive power .. . will 
help speed our way to victory. And when that day arrives, 
these high-quality Greenlee Tools, with refinements we think 
you'll like, will be ready to serve the needs of a post-war world. 


Greenlee employees, too, are 
grimly determined to do their 
part in providing better tools 
for our fighting needs. Shown 
here is Arvid Johnson, who has 
devoted 37 years to the skill- 
ful art of producing high- 
quality Greenlee Tools. With 
vast experience and skill, de- 
veloped through the years, he is 
recognized as an expert in the 
art of forging the twist and 
shank of Greenlee bits. 


Greente e 
[TOOL Co. <= 


1807 HERBERT AVE. © ROCKFORD, ILL. 
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A modern note of decorative color 
smartness that is equally at home in— 
living room, sun room, game room or 
den! Ducks are lifelike in their coloring 
...measure 534", 434", and 4"... are 
finely crafted capeadueniions of hand- 
carved walnut originals. They come 
packaged in com ete sets (one each 
of the three sve make a popular 
and profitable promotion favorite for 
year-round featuring at $1.00. 


SEE YOUR JOBBER 
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MULTICRAFT e Get complete details now on this nation- 
L Colles ally known, popularly priced line. Multi- 
°° craft Gift Favorites are proved-at-retail 


for sales appeal, turnover, and profit. 





MULTI PRODUCTS, INC., 1914 S. WESTERN AVE.. CHICAGO « 225 FIFTH AVE.. NEW YORK « 1558 MERCHANDISE MART, CHICAGO 
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“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
toadd to the striking power 
of our armed forces.” 
—President Roosevelt 
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New Goal for 
Payroll Savings Plan! 


Along with increased war 

tion goals go increased costs : 5 3 
extra billions which must be raised, 
and raised fast, to win this war. 
That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St. N: W., 
Washington, D. C: 
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U.S.WAR SAVINGS BONDS 








CAROLINA OFFICERS—Letft to right, front row: W. R. Harden, Graham, N. C.. 
executive committee; A. R. Craig, Charlotte, N. C., treasurer; Mrs. Sally Couch 
Masten, Charlotte, N. C., acting secretary: C. H. Albright, Rock Hill, s. C.., 
president. Rear row: S. T. Proctor, Fuquay Springs. N. C.. first vice-president: 
J. B. Foster, Roebuck, S. C. second vice-president: J. B. Gray, Wilson, N. C.. 
third vice-president: P. B. Hendrix. Columbia. S. C.. executive committee. 


Carolina Convention 


NAME & PLACE—The Hard- 
ware Association of the Carolinas 
met at the Hotel Sir Walter Raleigh, 
Raleigh, N. C., June 8 and 9, 1943. 


NEW OFFICERS — President 
C. H. Albright, Rock Hill, S. C.; 
S. T. Proctor, Fuquay Springs, N. C., 
first vice-president; J. B. Foster, 
Roebuck, S. C., second vice-presi- 
dent; J. B. Gray, Wilson, N. C., 
third vice-president; Mrs. Sally 
Couch Masten, Charlotte, N. C., 
acting secretary; A. R. Craig, Char- 
lotte, N. C., treasurer. Executive 
committee: Consists of the officers 
together with P. B. Hendrix, Colum- 
bia, S. C., and W. H. Harden, Gra- 
ham, N. C. 


ADDRESSES—L. D. Becker, 
Washington, D. C., member of 
OPA’s Fuel Rationing Division, said, 
“A stove rationing program definite- 
ly is in the offing, and the program 
probably will begin sometime in 
late July or early August. Formerly, 
American manufacturers produced 
approximately 5,100,000 stoves an- 
nually. This year they will be able 
to manufacture only 3,500,000. Con- 
sequently, only three people out of 
eight can expect to buy stoves.” 

The OPA fuel representative out- 
lined his ideas of the types of stoves 
which will be placed under ration- 
ing, those which will require priori- 
ties and those which will be ration 
free. 

Mrs. Pauline W. Horton, techni- 
cal adviser of the North Carolina 
Wage, Hour and Public Contracts 


Division, said in part, “Wage in- 
creases under certain conditions are 
permissible, though no employer 
may pay a higher maximum wage 
for a job than that in force on 
Sept. 15, 1942. An employer may 
raise the pay of an employee with- 
out recourse to the WLB if the em- 
ployee did not begin working until 
after Sept. 15, 1942, and is not mak- 
ing the maximum amount usually 
paid for the job; the employer also 
may raise the pay of an employee 
without recourse to WLB if that in- 
dividual was working for him on 
Sept. 15, 1942, but had not attained 
the maximum wage paid for the job. 
An employer may continue the prac- 
tice of giving bonuses if he gave 
them prior to October, 1942, but he 
cannot change his method of giving 
bonuses.” 

Rivers Peterson, NRHA managing 
director said, “Undoubtedly, regu- 
lations will increase and enforce- 
ment will become more drastic. 
Many items will disappear entirely 
from the market, and the flow of 
other items will become a mere 
trickle. But, with the Office of 
Civilian Supply daily functioning 
better and better, I believe that we 
will get the more essential mer- 
chandise.” 

LeRoy Holt, Birmingham, Ala., 
director of sales promotion for the 
Tennessee Coal, Iron and Railroad 
Company, commented on the amount 
of steel which will be needed by the 
south in the immediate post-war 
years. 
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Has Gone To War 


The Army, Navy, and Air Corps chose 
Diamond tools for active duty on the 
front lines. Over 90% of our factory’s 
output is being used to help our nation 
win the war. When that job is done, it’ll 
be BUSINESS AS USUAL. 


DIAMOND CALK 
HORSESHOE CO. 


_ 4622 Grand Ave. 
Duluth . . . Minn. 











FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 
Buy Spring Hinges of Quality 





SPRING HINGES. 


We are proud that 
Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 
plants and for ships of our Navy. 


Type 2001 
The “Triplex” 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S.A. 
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| many answer "YES." 
| and your next step will be to ring up the 

























WAR TIME 
RESEARCH 
POINTS TO 







POST-WAR 


PRODUCTS 


From your post-war customers will 
come demands for finer products. Re- 
alizing this, Economaster is now plan- 
ning new and improved electric 
heaters—and new and improved ap- 
pliances that mean permanence and 
profit for distributors everywhere. 


ECONOMASTER PRODUCTS CO. 


NASHVILLE, TENNESSEE 


ECONOMASTER < 










































INC. 


WATERPROOF 
WET BASEMENTS 





Use DRYE to uli basement and cistern 
leaks ON THE INSIDE . . . on concrete, 
brick or stone. Easy te use—mix with 
water and brush on. Successfully used by 
thousands. IMMEDIATE DELIVERIES 


A sure way to boost sales and profits is 
to ask your customers if their basement or 
cistern walls leak. You'll be amazed how 


Show them DRYE— 


sale. 

Get repeat sales too! DRYE has many 
handy uses in home, farm and factory 
for quick durable repairs on cement and 
iron; silos, floors, etc., inside or outside. 
Buy from your jobber or write us direct. 


WEATHER SEALCO. 


12 E. Pearl Street 
CINCINNATI, OHIO 


Sell LiquiDRYE for sealing out- 
side walls, above ground, 
against rain leaks in brick, 
stone or stucco. 











Experimental Ad Brings Fine Results 
To the Fleak Hardware Store 


NM experimental advertisement. 
thought up one night just to 
see what reaction it would bring 
from the customers, has brought 
more comments to the Fleak Hard- 
ware Store, Webster City, Iowa, 
than any other ad ever published by 
the store. In fact, the results were 
so good that Roy E. Fleak, owner of 
the retail hardware store, is now 
preparing another along the same 
lines to cover more seasonable items. 

This one column by 10 in. ad- 


. 


vertisement was published in a local 
newspaper and carried the head- 
line “Index of Merchandise at Fleak 
Hardware.” The body of ad listed 
some of the items carried by the 
store and told, in a unique and 
humorous way, how well stocked the 
store was in some of the items which 
have become scarce during the past 
months. 

Some examples of typical copy 
are: 


B.B. SHOT—Uh, huh. 








SEZ HOMER G. SNOOPSHAW: “Thanks, folks! You sure do 
appreciate our problem! We're distributing, as evenly as we can, the 
relatively few batteries we're able to make for civilian pse. And you 
jobbers are helping us distribute ’em fair and square...’ 


available. 





BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 


Ure 8 


THE FAIR-DISTRIBUTION PLAN, em- 
ployed by distributors in co-operation with 
Burgess, assures absolute fairness to all 
dealers who handle the present ‘limited 
civilian supply of Burgess Batteries. Free 
battery-saving aids for consumers are also 
Address Homer G. Snoopshaw, 
care of this company. 





“a 


BATTERIES 





ML 
index Of | 

Merchandise At 

Fleak Hardware 


Asbestos Paper—You tell ‘em. 
Auger Bits—2 sizes. 

Axes—Yes. 

Balls—Base, kitten,, foot, basket. 
B. B. Shot—Uh, huh. 
Bikes—Pre-war ones. | 
Blades—Hack Saw, yes. | 
Boilers—No got. | 


Brooms—Good 
Brushes—Scrub, paint, steel. | 
Bulbs—House and Fiashlite. 


Canners—Huh-uh. 
Chain—Now Used for Anchors. 
Chick Feeders—Wood. 
Cory—Makes good caffee. 


Combinets—Some Times. 

Crescent Wrenches—Out for the 
duration. 

Dish Pans—You bet. 

Electric Irons—Gone Bye-Bye. 


Files—Flat and saw. 
Fluorescent Bulbs—Sure. 
Forks—Hay, manure, spading. 


Garbage Pails—One or three. 
Garden Plows—Huh-uh. 
Galv. Pails—Gone to war. 
Gifts—You bet. 
Glue—It sticks. 

Grass Seed—29c pound. 


Hampers—Good selection. | 
Hose—Ladies, no. 
Garden, a few. 
Lawn, yes. | 
lroning Boards—Yes. 


Lamps—Electric, a few. 
Oil, several. 


Milk Pails—Now and then. 
Mops—Your choice. 


Nails—For Hitler’s coffin. 
Nursing Bottles—Yes. 


Pcultry Fence—See AAA. 
Pyrex Ware—Most items. 


Radios—6 new kinds. 
Rakes—Garden, Lawn, Stove. 


Saws—Some kinds. 
Scoops—Some day, maybe. 
Smooth Wire—9, 12, 14 sizes. 
Step Ladders—4, 5, 6 foot. 
Vases—Hundreds of ’em. 
Wagons—All wood. 

Wash Boards—All wood. 
Wheelbarrows—One, wood one. 
Wicks—Plenty, lamp and stoves. 


This advertisement attracted plenty 

of attention and sales. The original 

ad measured one column wide and 
10 in. high. 


BIKES—Pre-war ones. 
BLADES—Hack saw, yes. 
BOILERS—No got. 
BROOMS—Good selection. 
BRUSHES—Scrub, paint, steel. 
BULBS—House and Flashlite. 


“IT never had so many comments 
on any ad before,” said Mr. Fleak. 
“We had 14 telephone calls the next 
morning, just people calling to com- 
ment on the ad and to ask if we 
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really did have some of the items we 
had mentioned as being in stock.” 

“One woman customer called and 
asked ‘Who wrote that ad of yours?’ 


When I asked her why, she said that | 
was the best ad she had ever read. | 


So you see it created talk and after 


all their isn’t anything better than | 


to get people to talk about your 
store.” 


“To this day,” Mr. Fleak stated, | 
“they will mention items that were | 


in the ad and ask if I have changed 
the wording back of the indexed 
item yet. For attention attracting 


it was the best ad we have ever used | 
and it saved many statements of | 


” 


‘Sorry we are out of that item.’ 


New Streamlined 
Store Helps 
Pyramid Sales 


(Continued from page 47) 


structure, 28 ft. wide and 80 ft. 
long, was built. 

The building has a modernistic 
front. An attractive maroon and 
white neon sign across the front 
identifies the store to the motorist 
or the pedestrian. Maroon struc- 
tural glass and white metal are 
used in the front proper. 


Sales Have Been Good 


Since the opening of the store, 
business has been exceptionally 
good. There are no sales records 
for comparison this year, but 
volume has improved consistently 
each month, according to Mr. 
Leary, and it will probably be 
several years before the business 
reaches a leveling off point. 

When the war is won, major 
electrical appliances will no doubt 
be sold again and will be an im- 
portant department in this hard- 
ware store. This business should 
be better than ever before. How- 
ever, until that time comes, Mr. 
Leary keeps an open mind on 
what he: will sell with the result 
that he is continually adding new 
lines to the stock. 

“We are catering to the women 
of the community now,” says Mr. 
Leary, “and we will continue to 
cater to them. We will stock any 
line that we feel we can display | 
and sell to our trade.” 
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A /ICTORY SEWING CIRCLE 


GRIM DETERMINATION marks the earnest faces of those who 
are working for Victory in Boss plants — sewing the work 
gloves that now serve America as War Gloves on the 
But 
even producing their utmost will not supply all needs for 
The re- 


maining supply is being shared as true Americans always 


Fighting Front, the Factory Front, the Farm Front! 


Boss Gloves. So war needs must come first! 


share — with a fair proportion allotted to each member of 


the large Boss family of jobbers and dealers. 


THE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILL. 


WORK GLOVES 


ARE WAR GLOVES * 





| 
Bev U. S. WAR BONDS EVERY PAY DAY—10% OR MORE! 


81 
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Linseed oil and turpentine— 
Linseed oil prices, now under OPA 
ceiling, are back at the price basis 
ruling before March Ist, though this is 
still 20 cents per gallon or more above 
the year-ago basis. Turpentine prices 
had been unchanged since last Septem- 
ber, until a June 3 mark-up of 2 cents 
per gallon. Turpentine is now about 10 
cents per gallon above its price at the 
corresponding 1942 date. 

* . oF 

Haying tools—lIt is bad news 
for distributors and farmers that pro- 
duction of hay carriers, pulleys and 
accessories has been so delayed, that 
only limited amounts are available at 
present. Most manufacturers will not 
complete the permitted portion of their 
Spring production until the end of 
June, or sometime in July, jobbers are 
told. 

* * ” 

Glass container supply A 
temporary plan to balance supply and 
demand for new glass containers dur- 
ing the peak season this Summer was 
recommended to WPB by the manu- 
facturers’ industry committee. Strict 
temporary control is recommended over 
delivery, acceptances and use of new 
glass containers by certain industries, 
because the demand for glass con- 
tainers is exceeding the ability of their 
makers to produce, by approximately 


20 per cent. 
> . o 


Civilian leather goods—Many 
civilian leather products, manufacture 
of which was prohibited after June 1, 
may still be produced during the re- 
mainder of 1943 out of manufacturers’ 
inventories of materials. WPB, by 
amendment to order M-273, permits 
manufacturers to use until Dec. 31 any 
cattle hide and calf and kip skin leather 
for any purpose, if such material was 
ordered prior to Feb. 17 and delivered 
to them before April 1. Among civilian 
products affected are dress gloves and 
mittens, brief cases, new upholstery, 
radio cases, pocketbooks, handbags, 


cigar and cigarette cases, key cases, 
tobacco pouches, watch straps and dog 
furnishings. Makers of harness and 
strap work report still a‘ serious short- 
age of leather suitable for their pur- 
poses, so that civilian supplies are 
sadly hampered. 


* * * 


Allow construction tool sales 
Prohibition on sale of certain types 
of construction machinery and equip- 
ment in inventories has been removed 
by the WPB, in order No. L192. This 
move permits sale of graders, levelers, 
scrapers and other items listed in Sched- 
ule D of the Order. It also makes clear 
that references to “dealers and distrib- 
utors,” apply only to those located with- 


* * * 


Paperboard pricing method 

Raw material costs, as a major factor 
in determining ceilings for various pa- 
perboard products under regulation No. 
187, must be computed until Aug. 1, 
1943, at levels no higher than the high- 
est in effect on March 31, 1943, OPA 
has ruled in a recent amendment to 
this price order. The purpose is to pre- 
vent any increases in raw material costs 
subsequent to March 31, 1943, from 
being passed on to the consumer by 
manufacturers of paperboard products. 


* * * 


Corkboard again available- 
A leading producer is advising the trade 
that its corkboard may now be obtained, 
again, for roof insulation. With the re- 
serve stock piles of cork now large 
enough to meet emergency require- 
ments, and enough cork arriving regu- 
larly to meet both war and civilian 
needs, the government has lifted its 
restrictions on the use of cork for in- 


sulation. 
‘<a 


Tung oil restricted—With the 
supply of imported tung oil growing 
shorter, WFA has ruled that the use 
of this oil as a base for cargo ship 
paints will not be permitted after July 1. 


This affects two varnishes generally 
used by the Maritime Commission as 
a base for ship paints, known as speci- 
fications Nos. TT V 121 A and 52 MC-7. 
Tung oil base paints will be limited to 
finishing vital war equipment from 
swiftly moving assembly lines, and for 
finishes that require other qualities that 
can be obtained only from this oil. 
Treated linseed oil will be used as a 
substitute in other situations. 


+ * * 


Doubling of farm tools — 
Steel and other metal allocations were 
announced June 9, by the War Produc- 
tion Board, sufficient to put the farm 
machinery industry on an output basis 
double that of the current program, or 
up to 80 per cent of 1940 output. 
WPB allotted carbon steel quotas of 
300,000 tons for the quarter beginning 
July 1, and 200,000 tons each for the 
succeeding three quarters. WPB also 
alters the new equipment production 
year to begin July 1 instead of Oct. 1, 
and the higher scale of steel for the 
July-September quarter is to allow sub- 
stantial output of harvesting machinery 
for this year’s crop. Farm equipment 
manufacturers are being authorized by 
telegram to place orders for materials 
for the new program. Within a few 
days WPB will issue a new farm ma- 
chinery order to replace L-170. To 
assure adequate production, distribu- 
tion, maintenance and repair facilities, 
the new order will eliminate the “con- 
centration of manufacture” features of 
L-170, which threw civilian output 
chiefly into the smaller plants, and 
found them unable to cope with the job 
early enough and largely enough dur- 
ing the past months. 


* * * 


Farm construction lumber— 
The War Production Board and the 
War Food Administration have an- 
nounced a program designed to relieve 
farmers’ lumber needs for essential 
farm repair and construction, necessary 
to keep the Nation’s farm plants in 
condition for taking adequate care of 
expanded wartime crop and livestock 
production, and to meet lumber short- 
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Waterproof IRONING PAD SET 


Don’t gamble with your post-war plans. Look to sales 
tested merchandise for profits that stay put. Over 
1,000,000 satisfied Sunlite users are solidly behind this 
new idea in ironing. That’s your guarantee. 


Here’s one new product that is designed and tested for 
tomorrow's market. It’s the old ironing pad brought 
up to date with time saving plastic. It saves ironing 
strokes—clips off hours of ironing time while saving 
clothes from “‘over-ironed” discard. 


Right now National Consumer advertising is selling 
the 26,000,000 electric iron users. When you again 
sell irons make the sale C-O-M-P-L-E-T-E with the 
addition of one of these Sunlite Waterproof Ironing 
Pads—which incidentally increases your profit on the 
iron 33 1/3 per cent. In the meantime our facilities 
are working for Uncle Sam and Victory. 





THE SUNLITE MFG. COMPANY 
MILWAUKEE, WISCONSIN 


Thar "ANY 1RON. PEREORA BETTER ¥ 
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HERE’S A BIT 
THAT 
DOES A SWELL JOB 


FOR ELECTRICIANS 
AND PLUMBERS 


This special auger bit, with 
coarse screw and single spur, 
cuts extremely fast and with 
very little effort, making it an 
ideal tool for electricians and 
plumbers, who have to bore 
into all kinds and conditions 
of timbers. 


Like all other Russell Jennings 
Auger Bits, this one is made 
of fine tool steel, carefully 
tempered for durability and 
long edge-life. Before leav- 
ing the factory, each bit is 
tested by boring into a 
heavy slab of tough hickory. 


Carried in stock as follows! 


L-IO1E, Electrician's Bit, 10!/2"' over all; 


comes in 10, |! and 12 sixteenths. 
J-101E, Electrician's or Plumber's Bit, 
9'/."" over all; comes in I! to 16 six- 


teenths inclusive, also in 18, 20, 22, 24 
and 28 sixteenths. 


J-101S, Plumber's Bit, 6!/."" over all; 
comes in 12, 13, 14 and 15 sixteenths. 


Available through your jobber, subject to 
war regulations and extent of supply. 


AUGER BITS 








THE RUSSELL JENNINGS MFG. CO., CHESTER, 


CONN. 








DETACHABLE BLADE 
KNIVES 


for HOBBYISTS 
& EVERY ART & 
CRAFT! 





No other item you've ever handled 
‘ returns you so much sound, steady 
profit, or your customer such com- 
Diete satisfaction . . . and that’s why coo- 
a sven —_ your profits swell. Here's 
y Prosperity just waiting to b 
GRAB IT! a 


Address inquiries to Alfred Field & Ce.. seie 
Geen l Hardware Field, 93 Chambers 





Let Sharp-Edged Advertising Help 


A national “‘big push’ in publications reaching the 
very people who buy from you . . . plus strong, 
compelling “Dealer Helps’ and this handsome 
time-proved display cabinet containing ample stock 
. . . these together make X-acto Knives with 8 in- 
terenangeable blade types PROFITABLE. Get all 
° the facts today. 


KOCEG | 




















Here is a safety light that magni- 
fies a tiny flame to beacon size. 
Sturdy, economical, leakproof, 
long-burning (up to 72 hours). 
Fresnal Ruby Safety Lens. Non- 
tipping base . . , The modern 
warning light. 








EmburyMfg.Co.,Warsaw,N.Y. 





| 


ages in certain areas. The program does 
Under its 
terms the War Production Board ex- 
tends an AA-2 preference rating for de- 
livery of a total of 500,000,000 board 
feet of lumber during June, July, 
August, and September, on authorized 
purchase certificates. The distribution 
phase of the program will be the re- 
sponsibility of the War Food Adminis- 
tration, through the County Farm Ra- 
tioning Committees. 


not cover farm dwellings. 


%* * x 


WPB releases broom corn— 
Release of 400 tons of broom corn to 
the broom industry for use in their 
manufacture for military, industrial and 
civilian use, has been announced by 
WPB. This corn is being made avail- 
able through the federal prisons indus- 
tries, incorporated, of the Department 
of Justice. It will be distributed to 
blind institutions with government con- 
tracts, private concerns with govern- 
ment contracts, blind institutions with 
priority ratings and private concerns 
with priority ratings. It was explained 
that the federal prisons’ industry could 
make this tonnage available because 
supplies of broom corn in its hands are 
more than ample until the second crop 
of broom corn comes in. They are sell- 
ing it to the broom industry at cost. 








Latest News on 


PRIORITIES 
d 


an 
WAR-TIME ORDERS 
on page 50 








Farm prices still rising—The 
Department of Agriculture reports that 
prices received by farmers for agri- 
cultural commodities advanced 2 points 
between April 15 and May 15. Ad- 
vances in prices of feed crops, fruits, 
potatoes and poultry products a little 
more that offset decreases in prices of 
milk, meat animals and truck crops. 
Prices paid by farmers, including inter- 
est on taxes advanced one point in the 
month to 163 per cent of their 1910-14 
average. This raised parity prices of 
farm products to the highest level since 
1930. 


a * me 


Semi-vitreous chinaware—lIt 
was indicated at a recent meeting of the 
Industry Advisory Committee, that de- 
spite increased demand for semi-vitreous 
chinaware, manufacturers have been 
able to keep fairly well abreast of re- 
quirements by increasing production 
above normal. While the industry ex- 
periences some difficulty in operating 
coloring 


under restrictions on some 











Produce 
for 
Victory ! 


The. D. & F, 
Kusel Co., Water- 
town, Wis.,  re- 
cently published 
an ad which 
asked farmers to 
“Produce For Vic- 
tory.” It measured 
614, by 10 in. and 
contained many 
illustrations of 
items that farm- 
ers use. The va- 
riety of items ad- 
vertised included 
enamel pails, 
driver's gloves, 
chicken feeders, 
substi - glass. 
brooder water, 


PRODUCE FOR 
VICTORY 








< ana breast welded 

y. Sanitary can't leak, 

Pure straits tin surface. Um 
¥ 


bre! over. 
$5.00 ° *6.25 


With Ration Board Certificate. 





CREAM CANS 
© of standard 
quality tinned steel. 20 quart 
capacity. 


$4.19 


DAIRY PAIL 
Heavy weight tinplate. Inside 
seams well soldered. 14 quart 


Strongly ad 





capacity 





MILK STRAINER 


Best quality, heavy weight tin- 
plate. Seamless. 14 qt size. 


$9.19 


6 in. FILTER DISKS 
Made ot good grade white cot- 
ton. Filters quickly and ther- 
oughly. 








milk cans, cream 100 

cans, dairy pail, CHICKEN FEEDER eeoseed 

milk strainer, fil- iStuden 30 athes ong" xe: 5Qe 

ter disks, bench . 3% Bp ge os _— 


vise, etc. 
i needed Made 
NO aches long 








LARGE FEEDER 


for large fock whe " 
were 94.15 





sliding bar. Built-in pipe jews. 
Finished in réd enamel, Weight 
Ths. 


$5.25 


Screw cup type to hold sey 


wae masoe jar 18% 
6 mb deamerer 
Sz... Be 














D. & F. KUSEL CO. 
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ALLI GATOR 


STEEL BELT | LACING 





THIS ECONOMY PACKAGE is a 
particularly attractive merchan- 
dising item. It avoids the neces- 
sity of breaking a standard box 
of lacing. Contains one set of 
lacing complete with gauge and 
hinge pins for a 12” belt and the 
lacing can be broken to length 
for the narrower belts. 


FOR KEEPING 
UP YOUR STOCK 
these Economy 
Packages are 
packed 10 of a 
single size in 
corrugated ship- 
ping carton 
shown above. 


FOUR SIZES IN 
ECONOMY UNIT. 
For quick over- 
the-counter sales 
use this Econ- 
omy Unit, con- 
taining 3 pack- 
ages of 15E, 2 
of 20E, 3 of 25E 























Lacing List Weight | Belt and 2 of 27E. 
No. Per carton Per carton Thickness 
15E $4.75 3.1 Ibs. i" to 52" No. 410. Econ- 
20E 5.00 4.1 Ibs. | Oo" to He" omy Unit, 
2sE 6.25 4.9 lbs. he" to 740" List ............$5.60 
27 J 5.8 lbs. Y4"" to %o” 
35E 8.50 8.4 Ibs. So" to a" ORDER FROM 

YOUR JOBBER 








All prices subject to discount 


FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Illinois 































OUR GUARANTEE 


This Daniel Boone Handle is made of 


TOPSIN 
HICKORY 


Daniel Boone 
Handles, according to 
independent scientific tests 
by engineers in leading uni- 
versities, withstand 37% more 
pressure before fracturing than 
the average of all other grades of 
hickory tool handles. 


and Tool Users as being unequalled 


WO BETTER HANDLE CAN BE MADE 











Longer service life, less frequent 
rehandling means time saved when time 
is money. Profit with this well-known 
brand backed by Turnerday’s unexcelled 
reputation for producing the world’s finest 
striking tool handles. Order from your jobber. 








TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD’S LARGEST HICKORY HANDLE MANUFACTURER 





JUNE 24, 1943 











Now... 





MAKE MONEY SELLING 


MENASHA 


WOOD 


REFUSE PAILS 


QUICK SALES 


FAST TURNOVER 


It’s good business these days to really get behind 
items not vitally needed in the war effort . . . 


MENASHA WOOD REFUSE PAILS — for ex- 


ample. 


You'll find them in great demand right 


now for general utility use and extremely popu- 
lar as a replacement for metal Garbage Cans. 


They are made of durable kiln dried Western 
Fir—painted inside and out—handles on both 


sides. 


Two welded wire hoops are stapled to 


staves with steel strap hoop at bottom for extra 


strength and rigidity. 
rim to assure snug fit over top of pail. 
and tied in lots of six. 


* 





No. 132 
SIZE: 8 GALLON 


Cover has metal flanged 


Nested 


No priority needed. 






















Get in on these profits by ordering Menasha Wood Refuse Pails 


from your Jobber today. 


for full details. 


If he can’t supply you—write direct 





JOBBERS: 





Don’t pass up this fast moving 
market — quick turnover — good 
priority needed. Write today for complete details and prices. 






merchandise. Big 


profits — no 








HAROLD P. SAMMANN CO. 


PHONE: AMBASSADOR 2331 
1737 W. HOWARD ST., CHICAGO, 


ILL. 















“OUR JOB™ 
IN THIS WAR 


Is to produce the finest of coal 
heaters for those who NEED new 
stoves to maintain life, health and 
comfort—Armed Forces—Defense 
Housing—Civilians. 

We are justly proud of the 


STIGLITZ 


WARM-AIRE HEATER 


Victory Model 
v-618 


with exclusive 
Air-Jet Carburetion 


Saves \, 
on coal 












One firing lasts 
up to 3 full days 
8 










Burns the 
smoke and soot 








FURNACE. & FOUNDRY CO. 


Oldest Stove Factory in America” 


2007 PORTLAND AVE 


LOUISVILLE, AY 
Marketed Threagh Leading Distributors —- Exclusively 









SPECIFY 





on your 
priority orders to Jobbers 





Our modern facilities, 45 years ex- 
perience, and consistently high stand- 
ards of manufacture are your best as- 
surance of receiving the best quality 
hardware for defense housing. A com- 
plete line of Government-specified 
items and finishes. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


CL 


BUILDERS HARDWARE 
- Bellin Wer 


1898 


Gevd Lvvks 





oxides for glazes, the bulk of materials 
used is almost entirely non-critical and 
in adequate supply. Of growing con- 


| . 
| cern are maintenance of manpower, and 


the supply of containers for shipping. 
In the matter of manpower, other in- 
dustries rated as critically essential have 
attracted a large percentage of skilled 
pottery workers, in addition to the num- 
bers that have gone into military ser- 
Vitreous 


vice. ware production still 
requires considerable manual _ skill. 
Employees must be trained, and the 


delay in obtaining replacement labor 


has threatened operating stability. 


for packing presents a critical problem 
to the industry, and the shortage of this 
and other types of shipping containers 


| is slowing normal shipping procedure. 


* * * 


Tin revisions—dAs a result of 


experience gained in administration of 


Conservation Order M-43, W.P.B. has 
amended the order to correct certain 
inequities. In some cases it has been 
found that necessary uses had become 
eliminated, and in others that the tin 
content of material had been too greatly 
reduced. Numerous changes have been 
made in the permitted tin contents in 
brass and bronze, where it has been 
determined that for certain specific pur- 
poses, the newly approved tin contents 


are required. The use of 38 per cent 


The | 


inadequate supply of corrugated cartons | 





tin solder for wiping lead pipe joints | 


in making connections with 
mains has been permitted, 
the pressure at these connections. The 
use of tin for tinning and retinning 
equipment used in the preparation of 
food by institutions and commercial 
establishments is permitted, because of 


because of 


outside | 


the limited amount of new equipment 


available. The unlimited use of tin in 
the manufacture of fusible alloys and 


dry pipe valve seat rings is also per- | 
mitted, since this use is essential to the | 
operation of certain specialized equip- | 


ment, and it is impossible to readily 


alter the tin contents of the alloys. 


x * * 


Price index off—The bureau 


of labor’ statistics index of prices de- | 


clined 0.1 per cent in the week ended 
June 5 to 103.9 per cent of the 1926 
level—attributed to weakening prices 
for fresh fruits and vegetables. Despite 
this decrease, farm prices are more than 
1 per cent higher than a month ago 
and 20 per cent above a year ago. There 
changes of 


were comparatively few 


prices in industrial commodity markets | 


in the week. 


* * a 


Industrial activity — Business 
activity in the week ended June 5 de- 
clined sharply to the lowest level since 
Jan. 23, reflecting a wide decline in 


IG DEMAND 


(\ FOR U.S.- ALLIED 





Get your share of to- 
day’s heavy demand for 
U. S. and Allied flags. 
Many stores reordering 2 


make immediate deliver- 
ies in all sizes and mate- 
rials. Send 
wholesale prices and il- 
lustrated catalogue today. 


SERVICE 
FLAGS 


Cash in NOW on the big 


market for service flags. 
Sizes for homes, offices, 
churches, etc. Write for our 


dealer catalogue TODAY. 


REGALIA MFG. CO. 


Dept. 44, Rock island, Ill. 





ARMSTRUNG BROS. 









ARMSTRONG BROS 


drm-and-Ha 





All ARMSTRONG BROS. Pipe Cutters are 
made in all standard types. Each is a quality 
tool with hardened steel pins and rollers. 
“Saunder Type’’—hardened end of thrust rod bears 
on inserted hard steel block (double life). In 
“Drop Forged” and “Combination’’ types, which 
take either 1 or 3 wheels, a replaceable hardened 
steel nut takes up thrust. In the “Barnes” type 
thrust rod threads through drop forged steel section. 
ARMSTRONG BROS. Knife Blade Cutter 
Wheels (smooth or knurled) have thin penetrat- 
ing edges that hold their keenness because they 
are machines from special vanadium tool 
steel, hardened and oil tempered. Fit all 
standard-make pipe cutters. 


Write for Catalog C-39a 





TOOL CO 


HARDWARE AGE 
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REPAIR & RESURFACING COMPOUND 


for all types of surfaces 





@ Ready Mixed 


@ Ready To Use 
@ Easy To Apply 


Greater compressive strength than 
concrete ... and it's resilient. 


LEV-L-FLOR stands up under the heaviest 
loads without cracking up or breaking out. 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor. Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 
. . . Waterproof . Slipproof . . . Sparkproof 
Decayproof . ° Dustp roof . Weatherproof 
. Acid- and Alkali- Passat’ 
Packed in 55- gal. drums, 

pails, and 1-qt. cans. 
Send for literature ''HA‘' 

a 


Many attractive territories 
JOBBERS are open to Jobbers. 


Economical, too. 
5-gal. and 1i-gal. 





Write for full details today. 





WRITE TODAY FOR LITERATURE ! 


SS CENTRAL PAINTs VARNISH WORKS 


BROOKLYN, NEW YORK 








No More Semene from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


esp A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 


ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. 


acid and alkali. 


Stucco-like finish requires no mainte- 
A gallon covers about 30 feet of 
4” pipe. Dries in 24 hours. Comes in 


nance. 
1 


1, 5 and 55 gallon drums. 


Immediate Shipment. 
your Supply House. 


FREE NoDrip Hand- 
book, AllaboutCon- 
densation Drip and 

its Prevention. = 


gust 7 
& mo 


Y 








J. W.-MORTELL CO. 


Technical Coatings Since 
1895 


508 BURCH ST., KANKAKEE, ILL. 





JUNE 24, 1943 





Forms a moisture-proof, 
insulation type coating impervious to 


Order from 


| Investors Service 


| ago week. The drop, of course, 


| public 


carloadings resulting from Memorial 
Day, and the coal mine strike. Moody’s 
index stood at 196.0 
per cent of the 1935-39 average on 
June 5, compared with 208.5 a week 
earlier and 181.9 a year ago. A total 
of 667,575 cars of revenue freight were 
loaded during the week, a decrease of 
21.7 per cent, compared with the pre- 
21.9 
per cent, compared with a year ago. 
Total carloadings in 1943 to June 5 
were 17,613,451, as compared with 18,- 
period of 


ceding week, and a decrease of 


532,435 in the corresponding 
1942. engineering 
awards in the United States for the 
June 5 week declined sharply from the 
six-month peak of the preceding week, 
of the year 
was in 


Heavy construction 


and were only a “shadow” 
work was 

Sales of 
the nation’s department stores for the 
1 per cent 


construction. Private 


actually up from a year ago. 
week ended June 5 were 
higher than in the corresponding 1942 
week, while sales for the latest 
weeks rose 19 per cent. The 1943 week 


four 


had only five trading days, compared 


| with six in the 1942 week. 


* * * 


Lumber and labor—The De- 


| partment of Commerce says that more 


than 1,000 war plants producing lumber 
in the South have been forced to close 
in the last six months because of man- 
power shortages and labor difficulties. 
In the face of a sharp decline in pro- 
the demand for lumber to 
meet war needs is greatly increasing, 
with the expected consumption for the 


duction, 


| second quarter of 1943 estimated at 


| 8,137,000 feet, or 10 per cent above 


consumption for the first quarter. Lum- 
ber consumption during the first quarter 


| exceeded production by 18 per cent, 


with 7,369,000 feet consumed, and ‘only 
6,269,000 feet produced, the Depart- 
ment reports. 


Mail-orders and variety sales 


«May sales of Montgomery Ward & 


Co., showed an increase for the second 


consecutive month—6.57 per cent over 


a year ago while sales of Sears Roebuck 
& Co. showed a decrease for the fifth 
consecutive month, declining 2.4 per 
cent from the year-ago period. For the 
year to date, Ward’s gain was 3.07 per 


| cent, while Sear’s loss was 6.4 per cent. 


The Woolworth stores reported gains 
over last year, for May at 6.7 per cent, 
and for 1943 to date, at 9.1 per cent. 
W. T. Grant’s corresponding gains were 
11.1 per cent and 12.8 per cent. 

= * * 

Further civilian simplifica- 
tion—Last week, the War Information 
Office warned that more than 1000 ci- 
vilian-use items are to be affected by 




















Servicing— 
trucks and tractors, 
tanks and tankers, 
jeeps and bulldozers, 


planes and other fighting 
equipment the world over 


...to help win the war. 


May the day be speeded 
when we can fully supply 
your needs with Vichek 
Tools to help win the peace. 


HE VLCHEK 1001 co. 


3001 E. 87th St., Cleveland, Ohio 





government orders requiring simplifica- 
tion of design, styles and variety in the 
next several months as a means of res- 


| cuing enough raw materials to replace 


Ais) 


LCHEK TOOLS 


sagging inventories of items more essen- 
tial on the home front. W.P.B. Director 
Nelson has said that consumer goods 
available in the fourth quarter would be 
20 per cent less than in the last part 
of 1942, in contrast with earlier esti- 
mates of cuts of 10 to 15 per cent. Also, 
Arthur Whiteside, director of civilian 
requirements, warns that there definitely 
would be substantially less for con- 
sumers to buy next year than this. How- 
ever, simplification programs and re- 
vised production schedules being 
worked out in many lines are expected 
to increase the quantity of essential 


goods in many lines. Simplification is 
not an arbitrary decision by govern- 
ment that such-and-such can and raust 
be done. Before any simplification mea- 
sures are ordered, methods are worked 
out with the industries affected. OW! 
said of the 1000 items in prospect for 
1943 simplification, more than 200 are 
already in work, while others will be 
completed shortly. Some of the pro- 
grams proposed affect auto jacks, auto- 
motive repair tools, household brushes, 
nails and screws, stationery, facial tis- 
sue, wrapping paper, paper napkins and 
towels, photographic equipment, pie 
plates, decorative pottery, radio replace- 
ment parts, safety shoes, screens, scis- 
sors, silverplated flatware, and wheel- 
barrows. 





Howe Hovec: 























“HAPPY To KNOW YOU MR. JONES. THEY TELL ME YouR 
A KLEPTOMANIAC . WHAT EVER THAT 1S” 





HARDWARE AGE 
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Caution | = 
DO NOT BURN 
Sterno in this glass jar 


Contents this jar 


FIVE small cans _— now in GLASS JARS 


Due to the Government conservation program, Sterno Canned 
Heat can no longer be put up in tin cans. We are now putting out 
our product in Glass Jars. 


This is strictly a refill package as the material is scooped from 
the Jar and burned in an empty Sterno can. It is the same product 
formerly put up in cans and will burn in the same satisfactory 
manner. 


Conserve your stock of Sterno in cans at once. Sell a can of 
Sterno only to such customers who purchase a Jar and have no 
empty can for refilling. 


(O86. v. 5, Pat. OFF. 
. Impress upon your customers to save their empty Sterno cans 
eer for refilling from Jars of Sterno. 


tes. You should have these “Sterno in Jars” in stock at once to cash 
«6 Par. ore. 


(#3 nn a) Meat ee in on the national advertising. Buy through your wholesaler. 
j IMPORTANT 
SOLIDIFIED ALCOHOL é: A beautiful 4 color counter display featuring Sterno in Jars 


sent free to any retailer upon request. You will find a prepaid 
self addressed card in each carton of Sterno Jars. 


For Refilling Purposes Only 
DO NOT BURN IN JAR 


Read Direction Label Carefully: ae 
Contents 13 % ox, No. 4013 Printed in U.S be Retail Price_Jar 49c Far West 60c¢ 
STERNO CORPORATION, NEW YORK 


y. Packed 12+ t 
a aur Price i ae $430 For West $540 





STERNO CORP., Dept. H, 9 E. 37th St., N.Y. 








a ee ne 


COVERT HAME FASTENERS 


However, lightened restrictions have stepped up production and 
a steadily increasing quantity of these favorite fasteners is 
becoming available. We needn’t tell you how good 
they are ... we’re happy to tell you that you can 
get them again. 










Illustrated is our No. 711, 
the popular "Trojan" 
Hame Fastener 


For economy ina 
sturdy Hame Fastener, 
order our #570 or #572 


WE CAN ALL HELP WIN THIS WAR! 


We can all speed the day of Victory by working diligently, buying War Bonds 
regularly and keeping our requirements and demands to the minimum . 
let's do it! 


COVERT MFG. CO. 


TROY, NEW YORK 
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And Still Available for Hardware Distribution 


“Estate” Oven 
Dehydrating Kit 

For dehydrating (drying) of foods 
in any standard gas range oven. An 
easy Way to “put up” fruits and vege- 
tables. Kit contains two wooden frames, 
made of poplar with  slip-mortised 
joints and rounded corners, and each 
measuring 14 by 17 in. They fit on 
the oven racks of any standard gas 
range, still leaving space around for 
the circulation of heated air. Also 
included are two covers for the frames, 
made of porous cloth and hemmed ll 
around so that they may be pulled 
over the frame and either tacked into 
position or pulled up tight with a draw 
string. Kit also contains 10 protective 
containers in which dried foods may 
be packed. The container is a fold- 
ing cardboard box with a laminated 
Cellophane bag inserted. It measures 
3% by 3% by 2 in., but holds enough 
for a family serving of almost any of 
the dehydrated vegetables. A booklet 
of directions goes with each kit. Ac- 
cording to the maker, the preparation 
of foods with this kit is simple and 
there is no other equipment necessary. 
Fresh fruits and vegetables, after be- 
ing cleaned and sliced, are placed in 
the oven to dry. The oven thermostat 
is set at its lowest setting and the door 
is left partly open. The foods, when 
properly dehydrated, are stored away 
in available protective containers. 





When it is desired to serve the foods, 
they are allowed to soak for a few 
hours in small amount of water. They 
then regain their normal shape, color 
and texture. The Estate Stove Co., 
Hamilton, Ohio. 


Asbestos-Cement 
Sheathing for Lockers 


Plant managers who are experienc- 
ing difficulty due to the scarcity of 
metal lockers, will be interested in a 
recent announcement made by The 
Philip Carey Mfg. Co., Cincinnati, 
Ohio. According to the company, 
newly designed, durable, highly effi- 
cient lockers are now being made with 
“Careystone” (Asbestos-Cement) flat 
sheathing. This material is said tu 
provide a good substitute for metal, 
since it is produced by combining se- 
lected Portland cement and asbestos 
fibers under tremendous pressure, re- 
sulting in a stone-like substance which 
will not rust, rot,,or corrode, and is 
fire and rodent proof. Maker states 
that plant carpenters or maintenance 
men can easily make lockers with 
“Careystone” flat sheathing which is 
available in sheets 48 by 96 in. and 
%% in. thickness. Complete details can 
be obtained by writing to The Philip 
Carey Mfg. Co., Asbestos-Cement Prod- 
ucts Department, Lockland, Cincinnati, 


Ohio. 


“SateWay” Spot 
Remover 


Bottle, holding 5 oz., is designed with 
a smaller top for convenience, fluid 
conservation and easy application. The 


Jape 
é 


BRUSH TOP 
SPOT. 





brush top is of mohair over which a 
metal sleeve is fitted for protection in 
shipping. Sleeve over the cap serves 
as a dust shield and prevents fluid 
evaporation while the bottle is on the 
shelf, according to the manufacturer. 
Safeway Chemical Co., 6911 Lorain 
Ave., Cleveland, Ohio. 


Ohlen-Bishop Catalog 


The Ohlen-Bishop Mfg. Co., Colum- 
bus, Ohio, has announced the issu- 
ance of a new general catalog for 
distribution to the hardware and mill 
supply trade. It is completely illus- 
trated and in accord with modern in- 
dustrial practice related price sheets 
applicable to wholesale and retail dis- 
tributors are printed separately. This 
59-page catalog is conveniently divided 
into sections illustrating and describing 
the company’s lines of carpenter saws, 
pruning and wood saws, butcher saws 
and tools, crosscut saws and mill saws. 
It contains both a sectional and a 
general index. 


HARDWARE AGE 














From the “fox holes” of New Guinea or the 
slit trenches of Tunisia, the panorama of war is 
grim, with sudden death ever present. e Meager 
as the protection of these bulwarks may seem, 
they are mighty important to our courageous 
fighting men... and the tools with 
which to dig them are equally im- 
portant. « Here is where “Ames” 
again helps to win... just as in 
the Battle of Bunker Hill and 
every American War since then. 

Today specially designed 

small “Trench Shovels” and 





“AMES” 
O. AMES 
* 


BRANDS KNOWN 
OPTIMUS 
* 
COLT 
* 


PONY HUSKY 
* * 


PEERLESS FAVORITE 4 
* * 


TWO STAR 


* 


PARKERSBURG, W.VA. * AMES BALDWIN 


4 Shovel-view of the Word at War! 


AMES 





sturdy standard sized shovels are the tools 
for digging “Fox Holes” and Trenches. « And 
wherever U. S. Engineers are building bridges, 
—e roads or repairing airfields on the 
many battlefronts of this global war, among 
the tools they use, you'll find “Ames” 
shovels. « If “Ames” shovels could 
talk, they’d give you a vivid picture 
of War—one that would spur 
everyone on the home front to 
greater efforts. So, whatever you 

are doing to help, do a little 

more— buy more War Bonds. 









































AROUND THE WORLD 


KNOXALL RED EDGE 
. * 


RAM CARTER BRONCO 
* * 


* 


PINNACLE MONONGAH 


* 


THREE STAR 
. 


WYOMING Co. % NORTH EASTON, MASS.. - 
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Carrom-Crokinole Game Boards af = 

have been providing wholesome fess 
family-circle entertainment since 

1889. Too durable to wear out, too interesting to “throw 
out”. . . old Carrom Game Boards have been stored in 
thousands of attics from coast to coast. 

But now they are coming out of the attic with origi- 
nal play-value intact, PLUS the interest of family tradi- 
tion. Children and grand-children are enjoying the same 
play-thrills on the same Carrom Boards their elders used 
40 Of 50 years ago. 

Every old Carrom Board put back in play helps to create future 
sales for the newer, vastly improved Carrom-Crokinole Combination 
Game Boards of today and tomorrow. In the meantime, rely on 
your jobber. Under great difficulty, he is doing his best to serve you. 


INDUSTRIES, INC. 
Established 1889 |= MICHIGAN 


CARROM 


GColl, lenge), | 
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KWIK-LITE 


has gone 
toWar 


For months pro- 
duction of Kwik-Lite 
Asbestos Burner 


Wick has been stop- 








Essential allocations 
have exceeded the 
vast Aztec manufacturing facilities. 


Our many friends are assured that production will be 
resumed and the Quick Kindling Quality and Dependabil- 
ity of Kwik-Lite Asbestos Burner Wick again made avail- 
able at the earliest possible moment. 


In the meantime all of us can take great pride in the 


| vital contributions of Aztec Asbestos Textiles to the eff- 


ciency and protection of our fighting men in all branches 
of service on all Fronts. 


ASBESTOS TEXTILE COMPANY, INC. 


167 W. WACKER DRIVE, CHICAGO 
ARREST SNES REA 


“91 





HARDWARE 


of the Better Type 





120 page 
fully illus- 
trated Marine 
Joiner Hard- 
ware Cata- 
log #60, with 
price list. 


Fiwale—in step with the war 
effort—is devoting its facilities 
to the monufacture and distri- 
bution of marine hardware for 
Uncle Sam's Navy and mer- 
chant ships. We ore proud of 
ovr port in this March to Vic- 

and are maintaini the 


high standard of Fiwale — 
" e of the Better Type’’. 


FIWALE EQUIPMENT MANUFACTURING CO. 


200 E ILLINOIS ST 














64 READE STREET 


NEW YORK, N.Y CHICAGO, ILL 


Stock , 
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for 
QUICK 
SALES 
GREATER 
PROFITS 








Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. © Odorless, non-infammablie, 
nen-explosive, ¢ Contains no soap, animal fat, 
ecid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will net harm. © Restores 
— sporale and brilliance to colors. © Keeps 

hands smooth and soft. ¢ Amazingly economical 
—toaves time ond money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 











DRI-KLEEN COMPANY 
5 West Huron Street, Chicago 















WHATS NEW 


All-Plastic Bathroom 
Fixtures Accessories 


“San Duro” line includes such acces- 
sories as soap dishes, toothbrush and 
tumbler holders, towel bar, toilet paper 
holders and a wide variety of fixtures 
such as faucet handles, radiator valve 
handles, self cleaning shower heads, 








tank valve guides, tank floats, and 


others. Maker states that each item 
has been designed from a durability 
and utility standpoint and several in- 
novations have been made. Soap dish 
has been given a backward slant to 
prevent dripping of soap water over 
the edges and walls, and also to pre- 
vent soap from sliping out of the dish. 
Raised ridges are said to allow exces- 
sive moisture to evaporate quickly and 
to prevent soap from becoming soggy. 
Well-rounded corners and spaced ridges 
allow for easy finger-tip cleaning. Tooth- 
brush and tumbler offers a combination 
of water and glass holder and _ tooth- 
brush holder with space for six brushes. 
According to the manufacturer, the 
solid arm-like grip provides a firm hold 
for the tumbler, yet provides easy 1¢- 
cess to the glass. Eclipse Plastic In- 
dustries, Inc., 5151 N. 32 St., Mil- 
waukee, Wis. 


“Admat” Chick Feeders 


Made of wood fiber board and said to 
be durable enough’ to last two or three 
months without being replaced. Maker 
recommends that they be discarded 
when they become soiled and replaced 
with new ones. Feeders are economical 








as well as sanitary, according to the 
manufacturer. Attractive display stand 
is shipped in every carton of “Admat” 
feeders during their introduction. Feed- 
ers come flat with instruction sheets 
packed with them. Carton contains 72 
feeders, shipping weight 28 lb. Admat, 
Ltd., Crichton (Mobile), Ala. 


EXTRA SALES AT YOUR 
PAINT COUNTER! 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


4 teaspoon ful aellela va 
alle r saint! 25c size 


partment 
dur bil 


ENCOURAGES PAINT 

AND BRUSH SA! 

j i alates cr 

; Ridsmel 

DISPLAY CARTON 
SELLS FOR YOU! 


i 


HOLLEY CHEMICAL CO. 


122 Eost 25th » | NEW YORK 





SAGINAW, MICHIGAN 


TAPES - RULES . 


New York City 


PRECISION TOOLS 
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A PROCESS THAT HELPS TO 
SPEED THE 


Many operations in war work can be 
done faster and better in wire than 
in solid metal. Sometimes the speed 
gained is double. It is, therefore, a keen 
satisfaction to all of us here at the 
Brooks plant to feel that our all-out pro- 
gram is intensified by our very process 
of fabrication! 

(DEALERS: Right now our hardware line 


is limited and restricted; but tell us your 
needs and we'll meet them if we can.) 


M. S. Brooks & Sons, Chester, Conn. 


SINCE 1848 


“BROOKS i HOGKS® 











$ tack 
gros 
Gers A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


for new nequinements 


M specially -_-~- 
W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 
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HOUR OF VICTORY! 


| and provide the correct leverage. The 


| pressure, pulling slightly forward. Hog 


| Hog Holder Co., P. O. Drawer No. 191, | 





| side of the dart board. “Bom A Jap” 


WHATS NEW 


H og Holder 


| Dr. Rinehart’s Handy Hog Holder is 
| a device designed to make it easy for 
one man to handle all size hogs without 
| other help. Useful in ringing, vac- 
| cinating, castrating and giving medi- 










cine. The holder is 21 in. long, made 
of malleable iron, with the openings 
in one end designed to fit larger hogs 


smaller opening in the other end is for 
pigs. Holder is used as follows: push 
the holder up well into hog’s mouth, 
when well back in the mouth turn 
handle forward, with fulcrum resting 
on top of hog’s nose, and with gentle 


Red Circle 
SHANKS 


Make any saw better. Uni- 
form quality. Good clear- 
ance. Accurate fit, proper 
temper and spring. A good 
item tosell the portable mill. 


SIMONDS 


Profit-Building Line of Cutting Tools 


Blue TipBITS 


They hold their edges, without 


is now ready to ring, using one hand 
to hold the holder and the other to 
handle the ringer. Dr. Rinehart’s Handy 


Galesburg, Ill. 


Dart Games 


“Bom A Jap” and Poker Dart—two 
games in one. A different game on each | 


is a new war game for both adults and 
children. Boards are in three colors 
and measure 18 by 18 in. Five darts 
with each game. Packed individually— 
12 to a carton. Approximate shipping | crumbling, in the toughest logs. 
weight 32 lbs. Winkenweder & Ladd, | Specially tempered for extra tough- 
Inc., W. & L. Game Division, 1421 S. | ness ...and they cut higher- grade 
Michigan Ave., Chicago, Ill. lumber. Packaged ready to ship. 




























Simonds Sawand Steel Co.,Fitchburg, Mass. 
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DON’T MUFF 
FA STENINGJOBS 


PAINE cur 





CONDUIT 
CLAMPS 





Ce 
Xt \s Fig. 445 
For securely fastening * Conduit * Open 
Wiring * Cables ®* Thin Wall Tubing to 
Hollow and Solid Walls and Ceilings with 
greater rapidity. 
PATENTED SLOT makes installation faster, easier and 
better. Each box has correct size Stove Bolts. 
Fasten clamps with PAINE Machine Screw Lead Anchors 
to Concrete and Masonry and PAINE Toggle Bolts io 
Hollow Material. 

Ask Your Jobber and Write for New Catalog 

THE PAINE CO. 

2963 Carroll Ave. Chicago, Illinois 
Offices in Principal Cities 










and HANGING DEVICES 
Are you pag 


YOUR SHARE 
iINDULTEAL 
SOLDERING IRON | 
BUSINESS? 


- 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 








WHATS NEW 





“Soilex” Cleaner 
Display 

Life-size, full color, self-service floor 
display, illustrated, is being offered free 
of charge to dealers. Saucer of the 
cardboard that forms the display is 
filled with the pink powdered “Soilex” 
to permit the prospect to see the prod- 
uct and next to it are placed several 
packages of the product for customer 
self-service. Miniature reproduction of 
the floor display fits on the top of a 
regular size box to serve as a customer 
display. Window posters, pennant han- 





gers, circulars and advertising mats also 
available free of, charge. Six-ounce 
sample packages are available to 
dealers at one cent each. Economics 
Laboratory, Inc., 914 Guardian Bldg., 
St. Paul, Minn. 


Fire-Proofing 
Compound 


“Flame-Pruf”’—a_ product 
said to render fabrics resistant to fire. 
Manufacturer states that after cloth or 
clothes are rinsed in “Flame-Pruf” and 
allowed to dry, they can be ironed or 
pressed without injury and will not 
ignite even if exposed to actual flames. 
According to the maker, the product 
will not injure woolens, cotton or rayon, 
is not injurious to the skin and will 
not cause clothes to become hard or 
stiff. Also said to be non-poisonous 
and odorless. Packed for home use, 
24 one lb. packages to shipping case. 
For industrial use, four 10 lb. cartons 
to shipping case. The Wolfe-Kote Co., 
705 Center Ave., Sheboygan, Wis. 


which is 


Replica of a 
Chinese Vase 


A replica of an original Chinese Cin- 
nabar vase to be used for ornamental 
purposes or as a receptacle for artificial 





flowers. Vase is 11 in. high and the 
diameter at the center is 4% in. Colored 
in Mandarin Chinese Red and has a 
replica teakwood base. The Mostow 
Co., 540 N. La Salle St., Chicago, Ill. 


Hand-Decorated 
Miniature Plaques 


The two pairs of miniature plaques 
illustrated are from the complete line 
of hand-decorated small plaques avail- 
able from George Koch Sons, Inc., 
Evansville, Ind. At the top are the No. 
M-4 Terrier Heads which are 2% in. 
high. No. M-5 Kitty-Kats, shown at the 
bottom, are about 3 in. high. Both 
sets are hand-painted in natural look- 
ing colors and packed in cartons in 
pairs. Complete line of GKS plaques 
includes other miniatures, fruit and 





vegetable plaques, Hummel figurines, 
scenic plaques, novelty plaque sets, 
florals, and religious subjects. Plaques 
are molded in deep relief and fitted 
with wire hangers. 
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Until R/M 
again, R/A 
1. He 
2. Mi 
racing 
3. Ins 
unifo: 
4. Ri; 
buckli 
5. Tri 


R/M Tri-Pl 
TO THE BC 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 

















If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 114” by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


The PROGRESSIVE MFG CO 


' Oa te 6 Ft oe Semone CTS CUT 





















Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/M Tri-Ply Wicking will do...and do very weil. Here's why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 
4. Rippled censtruction permits wick to be rolled without 
buckling. 
5. Tri-Ply construction effects complete fuel-vaporization. 


R/M Tri-Ply Wicking comes 7%”, 1”, 1%”, and 1%” wide — SIX FEET 
TO THE BOX, 12 boxes to the carton. Also’in cartons of 100 feet. 
Ask your jobber. 





: wal) RAYBESTOS-MANHAITTAN, INC. 
d nies yon 


ANHEIM PA N 
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It’s a sensation in the 
Plumbing Industry. . . 

This One-Piece 
durable Molded Plastic 
Toilet Seat! Attractive, 


lustrous, 


San DURO offers perma- 
nence and economy. It’s 
moisture-proof, 
not effected by oil, alkalies, 
will not warp or wear. 
Easy to keep clean, 
has no joints, crev- 
ices or seams. Re- 
quires NO 
nance or refinishing. 
Especially suited for 
war housing, public 
buildings, apart- 
ments, hospitals, in- 
stitutions, 


it provides long-last- 


Sm DURO 


ALL PLASTIC Toilet Seats 


Sanitary, 
satin-smooth, the 


acid-proof, 


mainte- 


factories, 


ing customer sat- 
isfaction. Three 
models fit all 
standard bowls. 








* 


See your Jobber, 
or write direct 
for DESCRIP- 
TIVE LITERA- 
TURE and 
PRICES on the 
New San DURO 
Toilet Seat and 
other San- Duro 
Plastic Plumbing 
Accessories. 


a 

jarnrrernIrre 
C7 RES 

LNWUIINILO 


5154 NORTH THIRTY-SECOND’ ST. © MILWAUKEE WIS 














No. 42H38a. 








pi 
3¥2"', 4°" and 
ized or Parkerized finishes. 


Champion 
Chest Handles 





Champion numbers 262, 263 and 264. Sizes 


Japan, Electro Galvan- 


Used.on Army and Navy Chests, Champion 
handles meet Type B Navy Specifications 


THE CHAMPION HARDWARE COMPANY 



























I30 Witllicn 7» reypecta 
ft SCHAFENER’'S “Little Doc’ 


FIRST-AID KITS Everybody needs one tor 
ee ‘defense’ against in- 
fection: Home owners, car owners, fishermen, 
hunters, air raid wardens. Each kit con- 

&, tains 15 important First-Aid items in a 

~ Utility “Safe Deposit Box’’ in three con- 
venient sizes—‘‘Little Doc'’—‘‘Little Doe’’ 
ir.—"Littie Doe’ Master. 






GUS. J. SCHAFFNER COMPANY 


34 CALIF. AVE. AVALON, PITTSBURGH PA 





KEY BLANKS 


OF EVERY DESCRIPTION 










Catalogue on Request 
GRAHAM MFG. co. 


anh, MU. S.A. 


















TROY—BEST 


File Handles 
Metal 


0 
Geip. 


assures better workman- 
A favorite for 





Rigid 
Metal to 





PATENTED -{— 


(Patented), 
ship and safety to user. 
over 40 years. 


TROY FILE WORKS 


Troy, Est. 1831. 


































WRITE TO 


A.M. Collot Supplies 


22| NW 8 “Ave Miami Fla 


KEROSENE 
MANTLES 


Add this ae—evailable to jobbers and 
Dealers everywhere. A high quality 
mantle tor aladdin lamps with o high 
profit marqun Made by the leaders in 
the mantle industry for over $4 years. 
One dozen to a display carton. 


BUY THE BEST—WELSBACH 


HECOLITE Ayrlarces new sexsev 

















STEEL MORTAR BODS 


3 
The fork: is 
Dressed. from 
heavy .gauge 
steel 



























| Association 


| Vicksburg, 





| lines” particularly 


Mississippi Convention 





MISSISSIPPI OFFICERS—Left to right: C. J. O'Neill, Vicksburg. vice-president: 
J. R. Hill, Columbus, president; Mrs. David O. Mansfield, acting secretary, and 
D. C. McRaney, Collins, retiring president. 


NAME & PLACE—\Mississip- 
pi Retail Hardware and Implement 
convention, June 8, 
1943, at the Heidelberg Hotel, Jack- 


son, Miss. 


NEW OFFICERS— President 


| J. R. Hill, Columbus, succeeding D. 


C. McRaney, Collins; C. J. O’Neill. 
vice-president. Direc- 
tors: F. C. Rowland, Charleston; 
W. H. Fincher, Lexington; James 
R. Turner, Louisville, and P. H. 
| Gates, Mendenhall. 


ADDRESS—J. R. Hill of 


| Columbus, the new president. and 


D. C. McRaney of Collins, retiring 
president, were agreed that consen- 
sus of opinion,among the dealers 
present was that the number one 
problem is the obtaining of merchan- 
dise. To offset the shortage of items 
the manufacture of which has been 
drastically limited, rationed, or dis- 
continued all together, diversifica- 
tion of stock by adding new lines 
“from straw hats to glassware,” was 
suggested. C. C. Blackwell, Bir- 
mingham (Ala.) hardware jobber, 
said dealers should add numerous 
items to their stock, picking “side- 
suited to, or 


| needed in their own localities. 


W. H. Fincher of 


Lexington. 


| Miss., told the dealers that “hard- 


ware retailers will stay in business 
if anyone does.” 

Pushing sales of merchandise ob- 
tainable, and the training of men 
physically unfit for military duty or 
strenuous war industry work, and of 
women to fill gaps in the warehouse 
and sales personnel, were two rec- 


ommendations to the hardware deal- 
ers in their “fight for survival.” 

In connection with the “fight for 
survival” discussion, Hobart Thom- 
as, NRHA service director, told the 
convention that wartime casualties 
in the hardware business would in- 
clude: 1—dealers called into the 
armed services; 2—older retailers 
who elect to retire on money made 
in peacetime business rather than 
cope with government regulations in 
wartime; 3—the marginal, ineff- 
cient group who have always oper- 
ated on a shoestring. 

To round out the wartime pro- 
gram the hardware dealers had as 
one of the principal speakers Les 
Taylor, of the Mississippi Power & 
Light Company’s sales department, 
who addressed them on the prisoner 
of war service by the American Red 
Cross. 


Metal Saws Booklet 


The Capewell Mfg. Co., Hartford, 
Conn., has published a hand book, 
Metal Saws No. M339D, which contains 
valuable information for the mechanic 
operating hand saw machines and band 
saw machines. Most of the men operat- 
ing these machines today are new men 
and have to learn by actual experience. 
There is a section of this hand book 
which will be of service to the man who 
operates a hack saw machine as well as 
the men who use hack saw blades. 
Another section will be of similar ser- 
vice to the man who operates a band 
saw machine. A copy of this booklet 
will be sent to anyone interested. If 
the superintendent or purchasing agent 
desires a supply for the various men at 
his machines, any number requested 
will be forwarded to him. 
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Established 6“ 


1890 


“UNITED” 


VICTORY 





Buy U. S. WAR BONDS 





[se 








rushes of Meritt” 





UNION MADE—A. F.L. 


UNITED BRUSH MANUFACTORIES 


116 WOOSTER STREET 


“UNITED BRUSHES”’ 


FOR PAINTING 
AND DECORATING 





NEW YORK, N. Y. 































' THE 
4 VICTORY 
DRIVE! 
. 
SAVE TIME — SAVE MANPOWER! 
Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length; 
|. po bay a yyy _ hand-ground bits; unbreak- 
unhandy pisces with s mint- able insulating handles in 
Hold-E-Zee screwdriver 1s 2 most models. Advertised in 
r natural for speeding Victory “Popular Mechanics’ and 
production. ‘Popular Science’’ to reach 
d In addition to the patented war workers. 
e Gripper, Hold-E-Zees fea- Order Through Your Jobber 
Ss UPSON BROS., INC., 84 Exchange St., Rochester, N.Y. 
r TOOLS ARE WEAPONS—Take Care of Yours! 
e 
Ss 
e 
n 
1 Changing Your Address? 
l- 
If you are, please send your new address 
. to the CIRCULATION DEPARTMENT 
! at least 3 weeks before you move. 
\ 


! HARDWARE AGE 


100 East 42nd Street New York, N. Y. 














IT'S NEW — IT'S PATENTED — IT'S SAFE 
EVEN A use CAN USE IT— 
Repeat Item. “Nays A Fast 
Good Profit. 25c Retailer 
No Priorities. Contains No 
Easy To Sell. Strategic 
Materials. 
rap Soe. Packed 2 Doz. 
No Grit. to a Carton 
|| No Wax. 100 USES 





Will Not Dry ' ASSURED SUPPLY 
Or Harden. A B C Jobbers protected 


WALL PAPER CLEANER PADS 


THE ERASER CLEANER 
Durasol Chemical Co., 77 Traverse St., Boston, Mass. 














Nothing Better for Laying 
LINOLEUM 


This specially formulated SHEF- 
FIELD LINOLEUM PASTE 
makes the laying of linoleum (on 
floors, steps, sinks, etc.) a very 
simple job. It’s easy to work with 
—it grips fast—it holds tight—and 
it’s priced for quick sales. Show 
it to your trade NOW. % pts. to 
gallons. 


@ Write for catalog of 40 Sheffield 
Fast, Sellers 














GLASS 








to Speed the Day of 


“Unconditione! Surrender’ 


NOBLIT.-SPARKS INDUSTRIES, INC. 
Columbus, Indiana 


SESEr er See oe tlceellCU UUW 
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RedDevil € | 
" ————— 


re are no substitutes for quality—buy RED DEVIL Modern-line 


LANDON P. SMITH Inc. Irvington, New Jersey, U. $. A. 


CUTTERS, glaziers and painters tools and machines. 





Peacelime Products 
HOT WATER CAR HEATERS 
HOME AND CAR RADIOS 
BATHROOM ELECTRIC HEATERS ae 
4 METAL FURNITURE ie 








Infants’ Goods Displayed Effectively 





FU 47 RMR 


JN, 


W. J. Pettee & Co., Oklahoma City, Okla., used this window to display 
items from their infant's department during the celebration of Baby Week. The 
Infant Shop was recently added by this company and it has exceeded their 
most optimistic expectations. The complete story on this department appeared 
on pages 36 and 37 of the May 13, 1943 issue of HARDWARE AGE. 














Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special Rate) set solid, maximum, 
SO WORE. cb ccedécdeccsvces bb S6auew $1.00 
Each additional word......... 0S 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Gee GAD o ccccsccceaveeuss sescéass $6.00 
Each additional inch......... 4.00 











>. ALL PURPOSE METAL DURABLE NOZZLE 


faa without priorities, large quantity all 

ose, non-adjustable nozzle. Suitable for 
Gel cate plants, general utility garden use and 
originally designed as fire protection unit. 
Immediate delivery. 


Address—Hose Equipment Company ; 
1652 Loma Vista, Fesadens, California 7 














MANUFACTURER INTERESTED IN CON- 
TACTING SALESMAN calling on the defense 
factories and other manufacturing firms to sell 
our quality line of hardwood factory bench stools. 
Prompt delivery. This is a splendid opportunity 
for salesman calling on this type of trade and 
we have an excellent commission proposition to 
offer. Address Box H-241, care of HarpWware 
Ace, 100 E. 42nd a. New York City 17, N. Y. 





BUYER AND ASSISTANT BUYER A 
COUPLE OF LIVE WIRES, WITH EXPE 
RIENCE IN BUYING REQUIREMENTS OF 
A HARDWARE WHOLESALER, TO PRE- 
PARE THEMSELVES FOR POST-WAR 
POSITIONS, WITH A SUCCESSFUL, MOD- 
ERN INSTITUTION WITH UNLIMITED 
OPPORTUNITIES AND _ POSSIBILITIES 
FOR EXPANSION, WITH CORRESPOND- 
ING OPPORTUNITIES FOR ITS PER- 
SONNEL. IN REPLYING GIVE YOUR AGE, 
EXPERIENCE AND COMPLETE DETAILS. 
HEADQUARTERS IN CHICAGO, MINNE- 
APOLIS OR ST. LOUIS. ALL REPLIES 
CONSIDERED STRICTLY CONFIDENTIAL, 
ADDRESS BOX H-242, CARE OF HARD. 
WARE AGE, 100 FE. 42ND ST., NEW YORK 
Gree i wm. Y. 








MANAGER: REAL OPPORTUNITY TO 
BECOME MANAGER FOR PAINT AND 
WALLPAPER STORE, STEADY POSITION 
$40. PER WEEK TO START PLUS HEATED 
APARTMENT FREE. STORE LOCATED IN 
BRIDGETON, NEW JERSEY: HOURS FROM 
8 UNTIL 6, SATURDAYS UNTIL 10 P. M. 
Waits TO--FOSS & COMPANY, VINE. 








LAND, N. J., GIVING FULL DETAILS IN 
YOUR FIRST LETTER. | 
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BUSINESS OPPORTUNITIES. INVENTOR 
WILL SELL patented market-tested jar top and 
bottle cap lifter to manufacturer on royalty basis. 
ifts off (pressed-on) jar caps without bendiny 





| them. Can be produced in quantities for about 


2:4c. Send for particulars. Address Box H-238, 
care of Haroware Ace, 100 E. 42nd St., New 
York City 17, N. Y. 





SALESMEN—CALLING ON PAINT DEAL- 
ERS for fast-selling side line specialty; liberal 
commission; must have good clientele. Address 
Box H-239, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y 





; 

LOCKSMITH WANTED--MAN_ EXPERI 
ENCED IN locksmithing, safe and door closer 
repairs, wanted in large Southern City. Good 
pay fer right man. Address Box H-240, care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 





SALESMAN FOR RETAIL HARDWARE 
STORE for inside clerk, experienced, steady 
position, references Address -——- Kaufman & 
rp 1007 Atlantic Avenue, Atlantic City, 





REPRESENTATIVE WANTED  STAIN- 
LESS STEEL POCKET SCALES with clip 
and depth gage. Beam compasses widely used 
in industrial plants. Stock on hand for imme- 
diate delivery.. High priority ratings required. 
Write with full details. Address—Mark Spe- 
cialty Company, Temple Bldg., Rochester, N. Y. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash ee for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 





ATTENTION JOBBERS—FOR YOUR RE- 
QUIREMENTS of all brass, rubber, china, and 
iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog and price 
list. Address — Plumbing Products Company, 
Charlestown, Mass. 





Coming Conventions 
and Events 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
saler’s group. 


National Retail Hardware Associ- 
ation, annual meeting, July 13, 1943, 
at the Hotel Lincoln, Indianapolis, Ind. 
Rivers Peterson, 333 North Pennsylva- 
nia St., Indianapolis, Ind, is managing 
director. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 








APPEARANCE IT IS BEST 


IN PERSONAL 
10 BE Mer BE METICULOUS 





\¥ 


REMEM —— IN a TH 
THE WISE MAN CULTIVATES— 


HE'S ALWAYS SURE HES WEARING SOCKS 
AND THAT HIS SHOES ARE MATES— 


HE KNOWS A SHIRT AND TIE WILL HELP: 
HIM WIN SUCCESS AND RICHES- 


HE SELDOM GOES TO MAKE ACALL 
WITHOUT A PAIR OF BRITCHES 
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AUTOYRE 


MANUFACTURERS OF BAT 
ACCESSORIES. NOW 100% 


\aae 


\_ Se" ‘ 


HROOM AND KIPCHEN 
IN WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 








On the Fighting Fronts 
All Over the | warts ee 





LEAKPROOF 
Flashlight Batteries 


Our entire production now going 


100% to the Armed forces. 


RAY-0-VAC COMPANY 


MADISON, WISCONSIN 














) HERE’S a - 
LABOR {. 





i in Demand and Selling on Sight 


'\DR. RINEHART'S HANDY HOG HOLDER 


a $150 Retaj| | One man holds largest hog—easily 
{ Dealer price — for tTinging, vaccinating, castrat- 
BH 90c, shipping ing, etc. One end for large hogs, one 
for pigs. Worth its weight in gold 
to farmers short of help. Durable, 
good for a lifetime. Order Today 


Save 
Time 
Order 
Direct 
from this 


AD 





i prepaid any- 
i where on 4 
);\ ™. doz. orlarg- i 
& erlots. | for quick profit! 


—) DR. RINEHART’S HANDY HOG HOLDER CO. | 
P. O. Drawer 1946 








Galesburg, Illinois 









MOLDED RUBBER GOODS srs2%2es 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Crutch Tips 


THE ELASTIC TIP CO. 
370 ATLANTIC AVE. 
OF COMPLETE LINE BOSTON, MASS. 
LUMINOUS ... REFLECTING 


X-RAY 


HOUSE NUMBERS 


Show addresses clearly night and 
day. Selling fast everywhere for 
hardware dealers. Free display rack 
with 2 gross numerals. Numbers re- 
tail at only 10¢ each. Markers with 
4 numbers at $1.00. Guaranteed. 


KURSH PAPER CO. 






















Get free sample 





and story at no 
cost. Write today. 













610 St. Clair, N.W. 
Cleveland, Ohio 











PROFITABLE FAST SELLING PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 


PATCHING PLASTER 
PLASTER OF PARIS—KALSOMINE 
INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD WATER 
PAINT (WASHABLE) 
CONCRETE PATCHER 
WHITING—PLASTIC PAINT | 
All of Above Packed in Various Size 
artons 
Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 


Write for Full Information—Price 
List—Color Cards 


AMBASSADOR SPECIALTIES 
Manufacturers 


6440 De Buel Ave., Detroit, Mich. |] | 
Established 1930 



































||| If you se/f gun cleaners why not sell one that has 





Get Into the Susie Binsin 
with Hoppe’s No. 9 








earned "priority" by its definite merit 
and clean cut demand? If you use gun 
cleaners why not use one that gets into 
the grooves and brings out ALL the 
primer, powder, metal fouling and rust 
—and that distinctly preserves your 
gun's accuracy and pattern? 


FRANK A. HOPPE, INC. | 
2314A North 8th St., ener Pa. | 
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ORIGINATED 1896 
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MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


maves roo.s (MAYES BROS.TOOL MANUFACTURING CO. .Inc. Port Austin.Micu. 


fon Ney im Olcm 20) «1 


ASK YO ASKING 


UR DEALER 
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Handles Easily 
WET~: DRY 


erproofed and Pre-Lubri 
by Exclusive Methods 


Makes Columbian Rope 
more flexible 


Wat cated 


Look for the 
RED, WHITE 
AND BLUE 
MARKER 


when you buy 
rope — your 





APE MARKE 


COLUMBIAN uss ROPE 


RE MAN 











Ondex SJo 


fidwertisenn 
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ne Be OG ai oon dns cigce cue 
Ambassa or Specialties, a 
American Chain & Cable Co., 


Inc. .. 
American Chain Div. . 
American Fork & Hoe Co. 
American Grease Stick Co. 
American Mfg. Co. ....... 
American Safety Razor Co. 
American Steel & Wire Co. 
American Thermos Bottle Co. . 
Ames Baldwin Wyoming Co. 
Armstrong Bros. Tool Co. , 
Asbestos Textile Co. 
Autoyre Co. 


Berea Abrasives ... 
Spring wa Co. 
















157 VARIETIES! 


Hodell, in war as in peace, isa specialist i in producing chain 
assemblies with or without attachment that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 














NEW JAR SEALER—BIG PROFITS 
FOR DEALERS 


Thousands of American Housewives 
Want This Clever Canning Helper, Now 


The New NOCKONWOOD JAR SEALER is the first 
sensible aid in. canning foods, for every housewife. 
Merely twist jar against Sealer. 

SPECIAL METAL KNOB SMOOTHES FLANGE OF 
LID INTO JAR RUBBER, SEALING TIGHTLY. 
Dispenses with old method of using heel of knife. 


SELL FAST ON SIGHT 


A true sight seller. Stock these now and get 
quick, p table turnovers. 
ORDER DIRECT FROM US IF YOUR 
JOBBER IS OUT—DON'T WAIT 
List Price: 15¢ Each—40% Dealer Discount 
eee es .— ~ oy Shipping weight per carton; 
id today for catalog of new and useful 
NOCKONWoOD, A. 2 


NOCKONWOOD, LTD., BLOOMFIELD, IOWA 


Geni" DOMES & SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 























Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Boss Mfg. Co., 

Boston Woven bees & Rubber Co. 
Brooks & Sons, M. S. . 

Burgess Battery Co. 


c 


Carborundum Co., The . 
Carey Mfg. Co., The Philip 
Carrom Industries, Inc.. 
Central Paint & Varn. Wks. 
Champion Hardware Co.. 
Chicago Spring Hinge Co. 
Cleveland Mill & Power Co. 
Cleveland Wire Spring Co. 
Collot Supplies, A. M. 
Columbia First Aiders 
Columbia Steel Co. 
Columbian Rope Co. 
Consumers Glue Co. 
Covert Mfg. Co 

Crescent Tool Co. 

Cross & Co., W. W 


D 
Dazey Churn & Mfg. Co. 


Delco Appliance ............... , 


Diamond Calk Horseshoe Co... 
Dixon Crucible Co., Joseph 
Domes of Silence ... 
Drake Electric Works, 
Dri-Kleen Co. pabeiea 
Durasol Chemical Co. 


Inc. 


Eclipse Plastic Industries, 
Economaster Prod. Co. 
Elastic Tip Co. ..... 
Embury Mfg. Co. .. 


Inc. 


F 
Fairmount Tool & Forging Co. 
Fiwale Equipment Mfg. & 
Flexible Steel Lacing Co. 
Formica Insulation Co., The 
Fuller Bros. , 


S 
Graham Mfg. Co. 
Greenlee Tool Co. 
Griffin Mfg. Co. 


H 
Hecolite Appliances 
Heller Bros. Co. 
Hickey Sales Co. . 
Hodell Chain Co. 
Holley Chemical Co. 
Hoppe, Inc., Frank A. 
Huenefeld Co., The 


! 
Independent Lock Co. 


J 
Jacobsen Mfg. Co. .... 
Jennings Mfg. Co., Russell ...... 

. 
Katzinger Co., Edward 
Kursh Paper Co. ...... 


L 
Lamson & Sessions Co. 
Lloyd Products Co. . . 
Lufkin Rule Co. ...... . 


33 


Master Lock Co. 
. Co. 


Multi Products Inc. ... 
F. E. 


Myers & Bro. Co., 


N 
National Mfg. Co. 
National Screw & Mfg. Co. 
New Britain Machine Co. 
Noblitt-Sparks Industries, 
Nockonwood, d. 


Inc. 


° 
Owens-Corning Fiberglas Corp. 


Paine Co. 
Patterson-Sargent Co. 
Perfection 2 Co. 
Phoenix Mf 

Progressive Rito. Co., The .. 
Puritan Cordage Mills, Inc. 


Raybestos Manhattan, 
trial ange oe 

Ray-O-Vac C . 
Regalia by A cad 
Remin rms Co., inc. 
Republic Steel Corp. 
Research Prods. Corp. . 
a > a Dr., seine Hog 


Inc. (Indus- 


olde Socal 
Royal Eleciric Co., “Inc. 


Ss 


Sammann, Harold P. . 
Schaffner Co., Gus J. ... 
Schatz Mfg. Co. 
Schollhorn Company, 

—— Bronze Ry . Stencil 
Shelby Spring Py = Co. 

Simonds Saw & Steel Co. 

Smith, Inc., Landon P. 
Sonora Radio & Television Corp. 
Southington Hdwe. Mfg. pane 
Stanley Works .. bards 
Stiglitz Furnace ‘k | Feary. Co. 
Sterno Mfg. Co. 

Sunlite Mfg. Co. 





T 


Coal, Iron & Railroad 


Thompson. & Son Co., Henry G. 

Toxite Laboratories 

ED Ear 

Troy File Works 

Turner, Day & Woolworth Handle 
., Inc. 


Tennessee 
Co. 


U 
Union Hardware Co. : 
United Brush Manufactories ... 
United States Steel Co 
Upson Brothers, inc. .. 
Utica Drop Forge & Tool Corp.. 


v 


Vaughan & Bushnell 
Vichek Tool Co. .. 


Ww 
Warren Tool Corp. 
Weather Seal Co..... 
Weaver Pres-Kloth Co. 
Western Ley By 
Wood Shovel & Too 


x 
X-Acto Crescent Prods. Co. 


Y 
Yale & Towne Mfg. Co. 


z 





Zenith Radio Corp. .............. 


HARDWARE AGE 
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Craftsmen 
are busier than ever! 


There's a shortage of help this year and 
more and more fixing up by the man of the house. 
He'll find many uses for hacksaw blades. 


Sell him MILFORD...the only blade with 
Easy-Starting Teeth . . . the only blade sold under 
a Fair Trade contract. 


Order your stock assortment NOW! 


... Ask for a supply of our booklet 
“TRICKS OF THE TRADE"... it will 
help you sell more MILFORD BLADES. 


THE HENRY G. THOMPSON & SON CO. 
NEW HAVEN, CONNECTICUT 





No. 474 Malleable Iron Mouth Bit 


SADDLERY HARDWARE 
AND HARNESS CHAINS 


A complete fast sell- 
ing profitable line of 
well known Saddlery 
Hardware and Harness 
Chains for every known 
practical use. Ask for 
MIDLAND Brand when 
ordering from your job- 
ber. 





No. 210 
Conway Loop Buckle 





No. 200 Loop Eye Flat Spring Snap 


wr) 
MIDLAND 


THE MIDLAND CO. 


Manufacturers—Incorporated 1911 
South Milwaukee, Wisc. 





JUNE 24, 1943 

















BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 





We will give you the best service under War 
Production Board Order L-236. 


z TRADE MARK | 
Double Action Single Action 
Standard Type No. 29 


Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 








, FEATURE 
Ag NATIO 


THIS CHEMICALLY-TREATED PRESSING CLOTH MAKES 
IT POSSIBLE FOR ANYONE TO STEAM PRESS RIGHT 
AT HOME WITH AN ORDINARY IRON-DUPLICATES THI 
WORK OF A STEAM PRESSING MACHINE 


Tie-in with 
national advertis 
ng A 


featuring 


cloth in your stor 


Free 


hel; 


ASKING 


ae 


WEAVER PRES-KLOTH CO., OMAHA, NEBR. 
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from your jobber. 


DDDR-IEASIE 


STAINLESS STICK LUBRICANT 


Add to your profits with this — 10c item. Quick 
sales ... sure repeats! No styles . 
obsolescence. Packed 12 sticks on , counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 


- no seasons . 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


- no 
















Power Centered | 
to Lick 1001 Jobs 





| 





@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 


Stock, display and profit with this 
universally sought and accepted tool. 


National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRUE TEMPER Bt 


PROOUCTS 


FORKS + RAKES +» HOES + AXES « HAMMERS + HATCHETS 
HOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 





PHILLIPS 


RECESSED 


HEAD 
SELF 


CENTERING 
woOoD 
SCREWS 





Supply the increasing demand for these 
modern screws which we are licensed to 
manufacture. The tapered recess in the 
screw head fits the tapered point in the 
driver and the screw clings firmly to the 
driver. The driver cannot slip from the 
recess. All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 


Government restrictions prevent us filling orders on 


certain lines. 


“Our Country first’’—you understand! 


THE SOUTHINGTON 


HDWE. 


MFG. 


COMPANY 


res SOUTHINGTON, CONN. Est. 


1867 




















LINOLEUM CEMENT 


Tiger Grip is a favorite with linoleum 
layers for patching linoleum, gluing 
stair treads and seams, etc. In handy 
size jars and cans. 


DAISY BRUSH CLEANER 
Bristles are scarce. Daisy cleans paint 
brushes perfectly. 10¢ cartons; also 
25¢ economy package of 12 doz. 





age size room. 


Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


DANDY WALL PAPER REMOVER 


Easily applied—soaks old wall paper off 
walls in a jiffy. Pint sufficient for aver- 





CONSUMERS CRACK FILLER 


Fills holes, cracks or breaks in wood, 
stone, etc. Mixes smooth, drys hard, 
stays put. 5 oz. and 1 Ib. cartons. 


We Solicit Inquiries From Wholesalers. Ask For Our Folder Showing Products Of Merit. 











CONSUMERS GLUE COMPANY — since 1906 —ST. LOUIS, MO. 








HARDWARE AGE 
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BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS’’ 
the Quality Leader. 





PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


Me, C-29-N Table Mode! 
%, a C-28-N High Leg Model 


Wi. 

a 
VICTORY 
MODELS 


For the 
Duration. 





C-39-N Table Modei 
C-38-N High Leg Model 


B O % S Oo wd E N is Nationally Famous For Cooking Efficiency . . . 
The Standard Of Value For Over 40 Years 














RANGES « STOVES * OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 








